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Industrial Floodlighting 


bey the warm months of the year there is 
much out-door work at night. The proper light- 
ing of such work has been a problem. It has been 
solved by the use of floodlight. 
With the proper floodlighting pro- 
jector a light of any intensity can be 
delivered on the work. The saving 
through the avoidance of spoilage 
and accidents makes the cost in- 
significant. 


X-Ray 
Mogul Projector 


is the proper unit when the specifi- 
cations call for a high intensity of 
light delivered over a large area. 
It has been used successfully in Oil 
Fields, Railroad Yards, Athletic 
Fields and for night construction 
work on buildings. 











Specifications 


No. 91 has swivel and tilting base for bolting to supporting surface. 


No. 92 has yoke and stand support. 

Use any standard lamp having mogul base—300, 500, 750, 1000 and 1500 watt 
Mazda “C” PS Bulb. 

May be ordered with either of two reflectors giving a 10 or 15 degree divergence, 
respectively, to the beam. 

Special cover glasses for eliminating glare and spreading beam can be supplied. 


In All X-Ray Distributors’ Stocks 


National X-Ray Reflector Company 


New York CHICAGO San. Francisco 
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NEXT MONTH 


RTICLES by Frank B. Roe, Jr., 
Roi B. Wooley, W. E. Underwood, 
C. G. Hill and others insure the August 


number being one of the best we have 


thus far published. 


“ 
- 


HE editor recently sent a question- 

aire to all subscribers, among other 
things asking for suggestions on subjects 
to be discussed. Many valuable sugges- 
tions were offered and this means is being 
taken to express our appreciation at the 
splendid co-operation given. After all, 
our principal object is simply to act as 
a clearing house for the interchange of 
ideas and experiences and we want to 
encourage suggestions and criticisms at all 
times. 


NE of the important functions of the 

jobbers’ salesman is to help the deal- 
er become a more successful merchant. 
Store arrangement is admittedly an im- 
portant factor in attracting trade as well 
as in efficiently handling it, so we have 
asked George C. Hill in his August arti- 
cle to discuss this subject from the stand- 
point of the salesman. 


“ 
-. 


R. WOOLEY’S article on the con- 

tractor-dealers’ views of the jobber 
salesman should be of vital interest to 
every reader. Watch for it in the Aug- 
ust number. 


a 
- 


ARTICULAR attention is directed 

to the various departments in this 
and succeeding issues. Practically 100 
per cent of this material is being supplied 
by our readers. Keep it up. 


Copyright, 1920, by the Elec.cical Trade Publishing Company 





Published Monthly by the ELECTRICAL TRADE PUBLISHING COMPANY 


memers oF 





“DO IT ELECTRICALLY” 





HOWARD EHRLICH, President; CHAS. W. FORBRICH, Vice-Pres.-Treas.; FRANK A. MERKEL, Sec.-Gen. Mer. 
1018 South Wabash Avenue, CHICAGO 
Telephones—Wabash 144 


Subscription Price: United States $1.00 
Publishers also of the E M F ELECTRICAL YEAR BOOK (In Preparation) 


Canada $2.00 Foreign $3.00 

































































a ee eee 











THE JOBBER’S [Al SALESMAN 























ANOTHER BUSINESS-GETTER for 1920 





A SQUARE D ENCLOSED CUT-OUT 


Just as today finds every Contractor-Dealer studying a new and better way—an easier plan— 
a more profitable method for wiring and installing electric service in that customer’s home, the 
Square D Company announces their new Enclosed Cut-Out—Number 35211 to solve that 


problem. 


35211 is an answer to the de- 
mand for an enclosed cut-out to 
be used in connection with 
Square D Service Switches, 
Numbers 56211, 56311, 96211 
and 96311. It is easily con- 
nected to Square D Safety 
Switches. It saves time in 
mounting by buying cut-outs 
ready to install, thus eliminating 
the necessity for carrying a stock 
of two different types of cut-outs 
and a stock of metal boxes. 





(35211 Connected With 56211) 


It is designed for all possible service for 
three to two wire connections, three wire 
service, two wire distribution; or two to 
two wire connections, two wire service, 
two wire distribution. 


A stock of 35211's will increase the class 
and volume of your business—and your 
profit. You will want some of these im- 
mediately and to avoid future delays in 
shipment write us at once and start on a 
new and profitable line now. 


The Square D line includes over 300 
types and sizes of steel enclosed, ex- 
ternally - operated switches, permitting 
standardization under practically all con- 
ditions. 


SQUARE D COMPANY 


1400 Rivard Street, Detroit, Michigan 


Canadian Factory—Walkerville, Ont., Canada 














TI 














ruvururrar (TRIM YMIMYM MYT ee ee 











“She Jobbers Salesman 


A auman- interest monthly journal 
_for wide-awake electrical “salesmen 





$1.00 a year CuicaGco, JuLy, 1920 


VoL. I No. 6 





oodwin and His Plan 


A Human Interpretation 


By SULLIVAN W. JONES 


T is impossible to discuss any aspect of the Goodwin with a quickening 


pulse because vou feel he has a sym- 


plan and particularly its human aspects without an pathetic understanding of your difficulties, or your own 


introductory study of the man who originated it. little personal problems, of your own instinctive aspira- 
Goodwin and his plan have become symbols of the same — tions. He has a way of saying the things you would like 
- ideals, the same convictions and the same philosophy. to say, and would have said. 
If you ask yourself why Goodwin is so generally known He has real sympathy for those with whom he comes 
and hailed as “Bill,” your probable answer will be— _ in contact and he has the natural gift of making that 


“why, because people know 


him and think of him that 


Fi way.” After reaching that 
4 vague conclusion ask your- 


self this other question— 
“How does it happen that 
! know him ‘that way’?” 
and reflect then, that per- 
haps you know a hundred 
other men better than you 
know Bill, and see them 
more often, yet your 
friendship with them has 
never ripened into the 
“Bill” stage. There must 
be something about Bill 
that sets him apart; some- 
thing in him that makes 
a very special appeal to 
other men. 

Why is it that Bill can 
stand on a platform and 
tell an audience they are 
blind, that they don’t know 
how to conduct their busi- 
hess, and are completely 


Wittiam L. Goonpw1n 


lacking in a sense of re- 
sponsibility ; and have such 
harges received with enthusiastic applause, instead ot events and ideas. 





sympathy felt. This bond 
of sympathy between him 
and other men make it 
possible for him to tune 
himself to catch the hu- 
man impulses in the air 
he breathes; it makes him 
highly sensitive to public 
opinion in his own intimate 
human industrial world. 
In the vernacular we call 
that quality in a man, in- 
tuition. Others have the 
gift but few react with 
Bill’s swift impulsiveness 
to what men are thinking 
and vaguely feeling. He 
thinks with his industry 
but has the uncommon 
ability possessed only by 
some of our greatest poli- 
ticians and statesmen of 
giving voice to his thoughts 
before others become artic- 
ulate. He has the rare 
ability to feel, without 
understanding, the relat- 
ing philosophy underlying 


He is quick to reach conclusions and 


os and cat calls. He stirs resentment only in those quick to act upon them fearlesly and unealculatingly. 





who fear him. But you call him Bill and clasp his hand There is nothing of the conformist about Bill. 
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These are the secrets of Bill’s personality as I glean 
it. Certainly they are the reasons why he and his plan 
have become such potent factors in developing opinion in 
the electrical industry. 

Is it possible that such a man could conceive an idea 
or formulate a plan which 


was not based upon human 


plan may be accurately though briefly stated as an idea 
tor the reorganization of the industry, or for a develop- 
ment of existing organizations which affords adequate 
opportunity for a satisfying expression of personality, 
which acknowledges the right of the individual to self- 
" ;qcontrol and self-government 
{ in the cause of service. 





needs and yearnings, and pa 
upon human personality? OODWIN 
Is it possible for a man who 44 
thinks in terms of men and . é 
of what is on their hearts built of stones 
and minds to advocate the 
adoption of processes and 


practices which are con- the temple. 





cerned only with money and 


temple of human happiness is 


His plan seeks to make the elec- 
trical industry one of the stones in | ee: 


: ee , Taken in the large, the plan 
knows that the 


is a recognition of the fact 
that we are becoming more 


reer 


? : interested in the industrial 
of co-operation. =e a. 
function, which is human, 


and less so in its institu- 


What other meaning ean 
be read into the 25th plank 











profits and trade relations 

as translated into money 

and profits? Is it possible for Bill to preach a gospel 
based upon a dried and withered economy which omits 
the factors of human impulse and inclinations? Those 
who see in his plan only such an economy, only a 
formula for more nearly satisfying the money lust than 
do the old restrictive understandings and arrange- 
ments which have served as instruments for patching up 
and maintaining an economic peace in the industry, have 
failed to identify the true driving power behind Bill and 
his plan. 

I am not prepared to say that Bill has analyzed and 
cataloged his own convictions, and I do not believe he 
has a foundation of knowledge of natural processes and 
human nature with which to decode and transcribe those 
impulses, eminating from other men, which he catches 
and records through his instrumental sympathy. But his 
deficiencies, whatever they may be, are more than off-set 
by his highly developed intuitive sense. He feels, and 
he feels with amazing accuracy. 

To me the Goodwin plan has life. It breathes. It has 
a heart and a brain. It thinks around personal function 
and around individual and collective responsibility. It 
calls aloud for new relationships; for a reorganization of 
the industry that will provide these new relationships. 
The call originates in a conviction, altogether unavoidable 
in a mind like Goodwin’s, that greater freedom of thought 
and action must be made possible in order to satisfy the 
growing interest in function. 

Goodwin has very evidently felt that growing interest 
in function. He has seen the gradual breaking down of 
“divine right’ economics in the productive process. He 
has sensed the increasing impotency of the old incentives 
to production and realized the need for new incentives 
which must arise from the new sense of the dignity of 
human personality. This new sense which has impressed 
Goodwin so profoundly has emphasized in his mind, and 
in his plan, the need of a scheme of industrial organiza- 
tion that will provide a more democratic control of the 
industry, a scheme which calls for the recognition of 
function as well as taking account of profit. And where 
Goodwin uses the word “function” he is thinking of 
service. 

Consciously or unconsciously Goodwin has constructed 
his plan about these needs, and the whole purpose of the 


' of the plan? This plank 
makes an appeal for “an 
appreciation of the responsibility which rests upon every 
individual and every group” to serve the public fully. The 
plan pictures a future for the industry in which it will 
act as a unit. Before there can be collective action, 
however, there must be a highly developed sense of col- 
lective responsibility. But Goodwin, feels, and feels 
rightly, I think, that collective action in service, by itself, 
is not a sufficient incentive. That is to say, it is too in- 
tangible. There must also be a reward for service and 
he therefore says that in rendering full service to the 
public the industry must benefit necessarily, for to serve 
the public the industry must produce more. The great 
aim as stated in this 25th plank is nothing less than that 
of “electrifying all industry and all processes of living.”’ 
Service as an incentive is emphasized in no less than 
10 planks of the plan, but always coupled with a state- 
ment of the reward for service. Planks 1, 8, 9, 10, 11. 
15, 16, 17, 18 and 25 all relate to service and service 
function—service to the industry that the industry may 
better serve the public and itself, and service to the 
public direct. Indeed these ten panks might well be 
rolled into one calling for an orderly, coordinated arrange- 
ment of function for the sake of efficient service to the 
public in order that the industry may best serve itself. 

The plan does not suggest that these functions be 
defined by any individual or small group of individual; 
but by and through the thought and consent of the whole 
industry. The plan does not attempt to define function. 
Goodwin knows too well that any such attempt would 
defeat its own need. So he says to the men who must 
perform those functions, “get together and set up a ma- 
chinery for discussion, for the determination of fact and 
truth and for reaching conclusions based upon fact and 
truth as so determined.” Planks 2, 8, 4, 5, 7, 21, 22. 
23, and 24 collectively indicate a vague outline of a 
thoroughly democratic organization for the collection oi 
statistics and the determination of fact upon which, a; 
a basis, function may be defined. 

To serve the public efficiently, the industry itself must 
first be served efficiently, and efficient service is service 
rendered at the least possible cost and with the greatest 
benefit. The plan suggests means by which “the most 
economic channels” for the flow of trade may be deter- 

(Continued on page 95) 
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The Radio Opportunity 


From $5,000,000 to $10,000,000 Will Be Spent for Radio Apparatus This 
Year—Read How Jobbers Can Participate 


By HOWARD DUNK 


International Radio Telegraph Co. 


O you realize that the so-called “Amateur Radio 
Bug,” or “Radio Experimenter’” in this country 
has been multiplied more than three to four-fold 

by the war? Then—both young and old—who never 
thought of radio experimental work as a hobby, learned of 
its fascinations through actual use in the service both here 
and abroad. Mild enthusiasts up to the time of their entry 
into the service, saw the newer type of apparatus used, 
and their desire now is only limited by their pocket book. 
There was an estimated number of radio enthusiasts before 
the war of approximately 250,000. From the best sources 
of information available this number has been increased 
to over 700,000. The larger number of this new addition 
to this particular class of mechanical enthusiasts are not 
the young boys who were formerly associated with the 
idea, but men, ranging anywhere between twenty and 
seventy years of age. These men have unlimited means, 
and are only satisfied by the best type of radio experi- 
mental apparatus. 

This situation has resulted in a new class of radio 
apparatus purchaser. Where formerly the majority of 
sales in- this line were made to younger boys and young 
men and consisted principally of parts which they made 
up themselves into radio sets and apparatus, the greater 
quantity of sales at the present time are made of finished 
parts of apparatus of a higher class. 


[It has been conservatively estimated that between 





#5,000,000 and $10,000,000 will be spent this year in 
purchasing experimental or amateur radio products. This 
estimate, if anything, is too conservative but it indicates 
the wonderful possibility in this line for you or your 
own customers. : 

Up to the time of the war’s outbreak this business in 
a sense was small, and was practically carried on as a 
mail-order business. There were very few stores or 
jobbers of any kind distributing this apparatus to their 
local customers. The few firms that were in the business 
manufacturing this type of material and the few jobbers 
who handled it were located in the larger cities in the 
East, and by means of advertising in papers devoted 
principally to the radio experimenter secured inquiries. 
Catalogs, completely detailing their lines, were sent in 
answer to inquiries secured from this advertising and the 
entire business, or practically 95 per cent of it, was 
carried on through the mails. The large mail-order 
houses located in the larger cities of this country recog- 
nized the business possibilities in this line, and have 
created departments issuing special catalogs to show 
their ability to. fill their customer’s needs in this field. 
Practically all of the radio enthusiasts of any purchasing 
power whatever were in the army, and the rest of them 
were dormant under the government restriction regard- 
ing radio communication. 


At the termination of the war the manufacturers who 


% 
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V 
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Between $5,000,000 and $10,000,000 will be spent by approximately 700,000 wireless enthusiasts for radio equipment during 


the current year. 





How much of this is handled through electrical jobbers and dealers depends upon their interest in this field. 
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had been in business previously started in again along 
similar lines of mail-order sales. It was quite natural 
for them to do this, because they reasoned that they could 
secure the same amount of business that they were doing 
before, or an increased amount as was probable and 
secure the full profits from it, in other words why should 
they bother with distributing agencies or giving any 
part of their profits over to such dealers as might be 
willing, in a half hearted way, to go after this business 
which exists in their own local communities? 

There have been on the other hand some manufacturers 
who have recognized the possibility of distributing a 
really complete experimental radio line throughout the 
country by means of the electrical supply jobber and 
contractor-dealer channels that already exist. These or- 
ganizations have not been governed in their desires by 
any charitable motives but by the fact that if they could 
wake up the contractor-dealer or electrical jobber to the 
tremendous market existing for wireless apparatus in his 
own community and sell their products through these 
channels they could, by quantity production methods, 
put their business on a legitimate merchandising basis. 
They could, themselves benefit by it by the increased 
amount of business they would get and by the fact that 
their selling expense would be lessened by distribution 
in wholesale lots to retail merchants who should be en- 
titled to a legitimate share of the profits of the business 
which really originates in the small towns and cities of 
the United States. 


This movement has been in progress for about a year 
There have been a few electrical jobbers and contractor- 
dealers who have been noticeably successful in the mer 
chandising of this apparatus. These instances are mor: 
or less confined to the eastern part of the country for 
various reasons. One cause for this may be the fact that 
geographically speaking the greater part of the radio 
experimental apparatus business is confined to the cen 
tral and eastern section of the country. The Pacifi 
coast, however, is a splendid location for radio enthu- 
siasts, and there are shining examples of electrical suppl) 
dealers making a tremendous success of the sale of radio 
material in that part of the country. 

The jobber’s salesman to maintain his place in his cus 
tomer’s estimation should at all times be in a position to 
advise him (the customer) of any new lines to stock. 
There are several ways that a retail dealer can under- 
take the stocking of the experimental radio line. At first 
he can purchase a few specialties and merchandise them 
along with his regular stock. These specialties do not 
necessarily have to be finished products or complete ap- 
paratus but parts to be sold to enthusiasts who are 
desirous of making their own instruments. 

The second method is to combine the first line sug 
gested above with a few finished pieces of apparatus 
which are being offered by two or three of the large radio 
manufacturers, to be sold over the counter just as other 
specialties. 

(Continued on page 82) 





ti the electrical business growing steadily on a 
logical basis, reaping dollars and planting for the 
future? 


It does not seem so; it looks as if we have been 
growing very much like Topsy, without proper super- 
vision. It is sure that we have not been doing as 
well as other old established lines of business who 
have a set and defined policy. 

One of the principal faults is that few manufac- 
turers today have a definite policy, one which they 
would dare put out in print and live up to. The 
manufacturer seems to be too busy trying to get busi- 
ness from the other fellow instead of sitting down 
and planning a policy of distribution under which he 
should carry on his business, and then advertising 
that policy broadcast. Such methods will bring him 
the best results, will establish a ‘good will among the 
trade and enable him to build his business more eco- 
nomically and on a firmer foundation than can those 
who have no set policy. 

You should clearly state your policy and the chan- 
nels through which you are selling or distributing 
your products and advertise them broadly. The 
adoption of this plan and having it generally known 
will help materially to stabilize your business as well 
as set a good example for others to follow. 





An Editorial—By a Subscriber 


When a candidate is running for office one of the 
first things he has to do is to declare his position and 
policy to his party, his election being based entirely 
upon his declaration. Why, therefore, should not the 
manufacturer on entering into any business do like- 
wise? In this way there would be no question in the 
mind of his customer or the trade regarding the 
method under which he proposes to distribute his 
product. 

What the manufacturer needs is to stiffen his back- 
bone. Just look over the list of manufacturers who 
have a clearly defined policy and stand back of it 
100%. You wiil find they are successful and have 
progressed far in advance of all others in their re- 
spective lines. 

Now, Mr. Manufacturer, don’t you think this is 
good food for thought? Think it over carefully, then 
practice it and preach it. It certainly ought to do 
you a lot of good. There is nothing like coming out 
in the open and letting the public know where you 
stand. You will have a clearer conscience and a 
greater steadily growing harvest of good sound 
business. 


M. A. OBERLANDER, 
Supply Sales Manager, 
Western Electric Co., 
New York, N. Y. 
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Here Is Frank Rae’s Recipe 


for Straight Thinking 


Ask Yourself, “Why”? 


Every Time You Face a Problem Ask Yourself “Why” and You 
Will Soon Learn to Think Straight 


By FRANK B. RAE, Jr. 


ACTS are like field glasses; they must be adjusted 
F to suit the eyesight of the man who uses them, 
This statement is contrary to popular and ac- 
cepted belief—but then, most truth is contrary to popular 
and accepted belief. If the majority of folk believed the 
truth, fiction writers would be working for a living and 
ad-men would starve. The reason why ad-writers have 
to distort language, pervert grammar and drool forth 
deformed exaggerations at so-much per exag, is because 
the simple truth is so utterly unbelievable to most of us. 
Truth is crude. To get away with it it must be pepped 
and spiced, dehydrated, re-stewed, salted, sugared and 
served on a fancy platter with an imitation silver lid at 
ten times its true value. I know this, because I am an 
ad-man. Raw truth, to most people, is about as palatable 
as raw fish. 

Hence, I do not expect you to accept my statement 
off hand or with any particular relish, yet the statement 
stands ;—F acts are like field glasses and must be adjusted 
to suit the eyesight of the man who uses them. 

Let me cite a very simple example. If we take a 
common, everyday, 50-cent silver dollar and look at it 
head on, we see something that looks round. Now let 
us take another point of view, a side view, and behold 
we see something long and narrow. 

The two forms have only one feature in common; they 
are of the same height. But even this is a matter of 
point of view, or rather, of the distance at which the two 
things are seen. For if we put one nearer than the other 
the heights differ. In each case, you will observe that 
we are gazing—perhaps for the last time—upon a once 











Pretry Soox, Wen Lune Came Into tHe Front Orrice and AskED EMBARRASSING QUESTIONS. 


common silver dollar, sometimes known as an Iron Man, 


or The Great American Stove Lid. Aside from shrink- 
ing visibly as we look, it is unchangéd in contour. Its 
characteristics remain the same even tho it diminish te 
the size and trade value of a Lincoln penny. 

So I prove my point, to-wit: the other fellow may not 
see what you see even tho you're both looking at the 
same thing. Truth depends upon the point of view. 
acuity of vision, astigmatism, courage and sobriety. 

This fact is of importance to salesmen. 

* * # 

A friend of mine in the jobbing business, whose ware- 
house is situated down near the local Chinatown, on the 
other side of the tracks, recently underwent a strenuous 
course of instruction on the subject above set forth. He 
learned that truth depends upon the point of view, and 
that there are as many points of view as there are eyes 
in a crowd. 

One of my friend’s friends is a Chinaman, a fine fat 
old heathen who smelled punk and ran a laundry. This 
Chink came to my friend one day and explained that the 
son of some Oriental alderman of the third grade, who 
wore a yellow coat and had a red button on his cap, was 
desirous that his son, then being educated in the Uni- 
versity of Chi (which is Chinese for Chicago), should 
learn the great electrical business and become a wizard 
like Bill Goo Dwin, whose fame had spread from Port- 
land Mein to Pekin. The Big Idea, as finally gurgled 
into pidgin talk by the spirit wrangler, was to put this 
young man into the jobbing house at no salary, let him 
make himself useful, and in due course permit him to 
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return to the land of his ancestors, there to establish : 
Far East Electric Company. 

My friend fell. 

The China boy came, saw and asked questions. He was 
there to learn, and whatever he did not understand he 
inquired about. 

* *& * 


Permit me to digress a moment to consider this simple 
proposition of asking questions. 

The most exasperating and perplexing question in the 
world is—Why? 

Our chief basis for claiming superiority to dogs, 
elephants and camels is not that we are more faithful, 
stronger or can go as long without a drink, but because 
we claim to be “reasoning animals’—in other words, we 
know the answer to that one word—Why? 

But do we? 

Why did you cut that price? Why did you take that 
“trial order’ when you could have secured an order for 
stock? Why did you insert the new price sheet in the 
wrong place in your dope book? Why did you hustle to 
catch a train for Someplace instead of calling on all 
the good prospects in Whereyerat? Why do you eat 
things that disagree with you and play pool with sharks 
that can trim you like a hearse with one hand tied behind 
‘em? Why do you kid yourself? Why the hell, anyway? 

But to get back to the young Chink, waiting on th: 
jobbing house steps. My friend let him in, gave him a 
desk, told all the boys to be nice to him, and swelled 
all up with the feeling that he was helping the heathen. 

Pretty soon, Wun Lung came into the Front Office. 
He had an engraver’s proof of a picture of the ware- 
houses, which was to be used on the firm’s letter head— 
a fine, idealized view it was, which included many neigh- 
boring buildings all nicely plastered with the firm’s 
signs. 

“How come?” asked Wun Lung. 

“Oh, that’s an idealized view—a sort of—’’ 

“Idle view? No work?” 

“No, no—Idealized view. That’s a birds-eye view to 
ah, and so forth.” 








show the buildings—and the 

“You sell buildings?” ‘ie 

“No, of course not. We sell what’s inside the build- 
ings.” 

“Bird’s-eye vliew no show inside. Why you no make- 
him worm’s eye vliew?” 

My friend tried to explain the whyness of having a 
phony picture of a a lot of non-existent buildings on 
the firm’s letter head, but the China boy made it hard 
for him. Looking at Wun Lung’s impassive face, he 
could not seem to remember all the good reasons for 
printing a lying picture. He knew that none of the faked 
birds-eye views of factories that came to his desk ever 
made any impression on him; he knew they were delib- 
erate falsifications and they aways left a bad taste in his 
mouth. He finally came to the conclusion that he had 
simply adopted the fool idea without asking why. 

* * 


After he had been around a few weeks, Wun Lung 


‘ame in with a batch of salesmen’s reports. 
“What’s all this?” asked my friend. 
“Plice cuts.” 

“Price cuts, eh? Well, what about it?” 





“You like plice cuts?”’ 

“No, of course not.” 

“Why make him?” 

“Well, you see, the boys gotta cut prices now and then 
or they wouldn’t get the business.” 

“How come?” 

“Well, it’s this way; the other fellow cuts the price 
and so we have to do it too.” 

“Whel-helly you get tha’ stuff?” demanded Wun Lung. 
“You got contlact he-say you not cut plice. You cut 
plice. You bust-him contlact all way to hellengone. No 
can do.” 

“Must do,” replied my friend, lapsing into Lung’s 
jargon as unconsciously as he had lapsed into the habit 
of price trimming. “Must do, contract or no contract.” 

“Then thlow away contlact. I wlight-him letta to fac- 
tolies tell ‘em all contlacts busted. No can maintain 
plice.” 

“Better leave that to me. Maybe I can figure out a 
way to make our fellows stick to the schedules. You 
leave it to me, Wun Lung. You've given me a new slant 
on this price-cutting game.” 


* * * 


But it was at a salesmen’s convention that Wun Lung 
proved Kipling’s assertion that when East and West 
mix ‘there’s a mix-up. The boys came in all filled to 
overflowing with the exuberance of success. Not a man 
had failed to break records, and some of them had far 
outstripped the firm’s, and their own, most sanguine 
expectations. They had made good and made money. 
They were in a bragging mood. 

One chap was particularily noisy in telling how he 
had landed a big: order at full schedule prices when 
everybody thought a concession would be necessary to 
close the business. 

“That was some order, eh, Wun Lung?” he finished. 

“Velly fine. But why you no blag about cut plice? 
Whinehelley you send one time full plice, twenty time 
cut plice?” 

The boys roared, of course. For old Blowhard to brag 
about this one order that he'd secured at the schedule 
and then be reminded of all the orders he’d sent in which 
some probably needless concession had been made—it 
was rich. The big fellow was furious, but he couldn’t 
find any answer to Lung’s repeated: 

“Whine-helly ?” 

The same exasperating situation came up a dozen 
times. When Ranger told about the amount of traveling 
he did, Wun Lung asked “whine-helly” he hadn’t sent 
more business from each town. When Trustem bragged 
about the new accounts he had opened, Wun Lung 
wanted to know “whine-helly” he had not picked out 
people who could pay their bills in thirty days. When 
Shift recounted his cleverness in turning an exasperated 
knocker into an enthusiastic buyer, Lung pointed out 
that the cause of the trouble had been Shift’s own care- 
lessness in not reading the letters from the house, and 
asked him “whine-helly’ he didn’t take more care with 
his correspondence. The gathering all but broke up in 
a row. It was known for years afterward in that organi- 
zation as the “whine-helly” convention. 

“IT lost a good deal of hair that week,” said my friend 


(Continued on page 90) 
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The Lesson of the Jury Room 


How a Jury Foreman Converted a Salesman by the Power of Logic 
By INTERVIEWER 


Reporter's note: With the completion of this interview, the 
sicth in my series of talks with successful salesmen, my task 
is half completed. What the men yet to be seen will have to 
say I do not know, but here at least are pointers which all who 
sell, who deal with the public in any capacity, should find profit 
in following. 

Also, if it is permissible for “the cat to look at the king,” I 
should like to compliment this man upon his being able to suc- 
cessfully practice what he preaches, even though his treatment 
of me did not seem to be flattering this reporter's perspicacity 
to any noticeable degree. You see, he practically interviewed 
himself. I had little or 


success in salesmanship. That is very true. It at least 
has been so in my case. But, there is another point 
regarding which all those men you have interviewed seem 
to be in accord, and which I cannot agree with at all. 
They all appear to look upon selling as being something 
separate and apart from the other affairs of life, as 
though the functions exercised in selling were not called 
into play by any of our other dealings with our fellow 


men—and women. 





nothing to do aside 
from taking down 76 
what he said—but by ) et ’s do to 
reading the story 2 
youll no doubt find it 
easy to appreciate, 
and perhaps sympa- 
thize, with my point of 
view. And here is the 
story. 


the movies’ 


7 OME right 
in, Fm 
glad to 

see you—and on 


time, too! You are 





here to report my 
views on what 
makes for success 





in selling, aren't 
vou? Well, I’m 
ready for you; we'll 
make short work of 





Whereas, to my 
way of thinking, 





selling a man some- 














thing or other for 
money differs in no 
essential respects, 
4 so far as the act of 
persuading or in- 
fluencing others is 
concerned, from 
causing another to 
change his or her 
views upon any sub- 
ject.” 

You mean I take 
it that bringing me 
to change my views 
on religion, polities 
or any other subject 


entails the same 





it. Ready?” 

This man, by the f 
way, is still young 
—young, but not by 
anv manner or 
means “‘still,’  al- 


though he has the 








problems and oper- 
ations that would 
occur in selling me 
an electric cleaner. 
Is that correct? 
“Precisely. You 


have grasped my 














successful man’s =~ : 
SELLING A Man Sometuine DtIrrers IN 


No EssentraAt Respects From Cavsine 


meaning to a hair. 


knack of making Asotuer TO CHance His om Her Views Uron Any Svupsectr. It is upon that 


every minute and 

move count. He has already reached the position of sales 
manager for his company. He appears to have plenty 
of “pep” and ambition in reserve for making the most 
of the opportunities that are yet before him. Too, he 
possesses the faculty of putting others on their mettle, 
and I made haste to assure him that I was ready and 
fairly itching to report his views for the readers of 
THE JoBBER’s SALESMAN. I got them, too—without seem- 
ingly a moment’s hesitation. 

“T have read your previous interviews as reported in 
THe JopsBer’s SALESMAN. In one respect I am wholly 
in accord with the views of those men, to the effect that 
it is not until after one has had an eye-opening experi- 
ence in connection with his selling work that he com- 
mences to make rapid progress towards the goal of 


point that my views 
differ from those of the other men you have interviewed. 
Now my idea is that whether a man knows it or not, he 
is selling just about all the time, or, at least, as often 
as he causes others to change their views or to act as 
he wishes. Anyhow, I appreciate this opportunity to 
have other salesmen pass judgment on my ideas. Perhaps 
I may succeed in saying something that may be of help 
to some at least of your readers. I hope so, because I 
have secured a wealth of good ideas from the things said 
by the other men you have talked with, and it’s only 
right that I should do something in return. 

“The experience that supplied the definite something, 
by which I have steered my selling efforts ever since, 
eccurred in the jury room. My name was drawn as a 

(Continued on page 75) 
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Sell Better Lighting Wick 


The Foot-Candle Meter 


Efficient Little Meter Your Strongest Sales Ally in 
Convincing Factory Executives 


By W. E. UNDERWOOD 


UST suggest to any jobbing salesman the idea of 
something additional for him to carry along with 
him on his wanderings and you are sure to uncork a 
whole Niagara of vitriolic language. 
Everybody, he says, is conspiring 


foot-candle is a unit by which intensity of illumination 
may be measured, just as an inch is a unit of length or a 
quart is a measure of a fortune in whiskey. 

Brillianey refers to the bright- 
ness of a lamp or other source of 





to force him to carry samples, ad- 
vertising, photographs, catalogs 
and other things that would make 
him look like a caravan if he at- 
tempted to lug even the half of it. 

In spite of and notwithstanding 
this perfectly reasonable attitude, 
the jobber’s salesman ought to 
carry a foot-candle meter, if he is 


selling industrial lighting. In case 
it comes to a show-down, he can 
better afford to dispense with 
everything else, even prices of 
lamps, and equipment than with 
this litthke meter, which is his 


More Dope 


HIS is the sixth of a 

series of articles giv- 
ing information of value to floor. The light there is illumina- 
the lighting salesmen. So 
far the articles have dealt 
only with industrial light- 
ing. In future articles 
Mr. Underwood will dis- 
cuss other phases of the 
subject that are of interest 
to jobbers’ salesmen. and there. By sticking a_ ruler 


light and is measured ordinarily in 
candlepower, which is easy enough 
to understand. In_ speaking of 
illumination, however, forget the 
lamp; look down at the table or 


tion and the intensity of that illum- 
ination over any area may be 
measured in foot-candles. Here's 
another way to look at it; suppose 
the floor were covered with snow 
and that it wasn’t perfectly even 
in depth, but drifted into the cor- 
ners, or perhaps a bare spot here 


strongest sales ally. | THE JOBBER’s SALES- down into the snow at various 


It is always easier to sell by 
demonstration than by mere words, 
either plain or fancy, and while the 
foot-candle meter may put a little 
more burden on your trusty arm it 





MAN will be very glad to 
answer any questions that 
may arise regarding any 
feature of lighting. 


places vou could get measurements 
of depth and by averaging those 
measurements, you would find the 
average depth of snow for the 
whole room. Now imagine that in- 








removes a load from your over- 
worked tongue and brains. Instead 
of having to guess at the faults in a lighting installation 
and explain them by word of mouth to your prospect you 
can demonstrate them with the foot-candle meter in so 
forceful a way that he can’t help believing. A deaf and 
dumb man armed with the foot-candle meter and knowing 
how to use it effectively could sell better lighting. 

When you first run up against a fellow who is unfortu- 
nate enough to bear the name of Chauncey or Claude, 
you are likely to be sizing him up for a sissy just on gen- 
eral principles, but pretty often Chauncey or Claude 
turns out to be a real he-man and you forget entirely 
about the name he carries. Quite a lot of salesmen fight 
shy of the foot-candle meter, first, because it doesn’t sound 
like sales stuff and second, because it sounds technical- 
like wearying brain throbs required to find out what it’s 
all about. If that is your attitude, you're all wrong, 
brother, it is better than it sounds and improves on ac- 
quaintance. 

The “meter” part is easy; you recognize that as some- 
thing to measure with, but, “Holy Trotsky,” you say, 
“What in time is a foot-candle.” 


Shorn of all high-brow technical lingo, it’s like this, a 


stead of snow you have light sim- 
ilarly distributed. The floor near 
the walls will be brightest, the “bare” spots will be dark 
and the intensity of the illumination will correspond in 
the analogy to the height or depth of the snow. Just as 
you could measure the height of the snow with a ruler, you 
can measure the “height” or intensity of the illumina- 
tion at the same points with the foot-candle meter and the 
average of several such measurements will indicate the 
average degree of illumination in the room. Doubling the 
illumination means spreading the light more thickly like 
doubling the thickness of the snow. 

In measuring brightness of a light source, the natural 
thing was to take an ordinary candle and compare its 
brightness with that of other light sources, thus the old 
carbon incandescent lamp was rated at 16 candlepower. 

Inasmuch as illumination means light on a surface, the 
idea of a unit of surface illumined, must enter into the 
definition of a foot-candle. So imagine a lighted candle 
inside a hollow iron ball with the flame exactly at the 
center and one foot away at every point from the surface 
of the ball. Got that picture clearly in your mind? All 
right. The intensity of illumination on one square foot 
of the inner surface of that hollow ball is one foot-candle. 
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Your foot-candle meter simply indicates illumination in- 
tensity in terms of this unit of comparison. 

If you ask why this particular unit of measuring illu- 
mination has been chosen, 
the only answer is that, 
like “Topsy,” it just grew. 
Why is an inch an inch 
ind why are there 12 
inches in a foot? Nobody 
knows and it doesn’t make 
a pile of difference “how 
come,” just so we are all 
agreed on the same units 
for measuring, whether it’s 
a question of length or 
distance or of illumination. 

Suppose there were no 
scales in the world. You'd 
still need beefsteak but 





Everyspovy. Hi Says, 1s ConsprrinG Tro Force Him ‘ro Carry 


ings indicates that the illumination is on a par with the 


standard shown in the experience tables, you have nothing 


to sell for that particular part of the plant. The 


sale, however, is not quite 
so simple as it sounds, be- 
cause you cannot take the 
foot-candle meter readings 
during the daylight hours. 
Even though you have to 
come back to the plant at 
night, the foot-candle me- 
ter way of selling is so 
much more eftective: so 
much more a clean cut 
proposition than the old 
rule of thumb way of sell- 
ing that it is easily worth 
the added time and trouble. 


There are three primary 


you would have to rely on SAMVLEs. uses for the foot-candle 


the butcher’s guess as to 

how much constituted a pound. An experienced meat 
merchant can cut off a hunk of porterhouse that just 
balances the scales at the one pound mark, but if the 
scales weren’t right up on the counter where you could 
read the weight for yourself, you would have a sneaking 
notion that you were not getting all you paid for. 

The foot-candle meter is valuable to you for similar 
reasons. You tell your prospect, the factory executive, 
that he should have more light in his plant but, without 
the foot-candle meter you can’t prove your argument. 

If a factory manager has been convinced on the big 
vital first point in selling illumination, to wit, that maxi- 
mum production requires good light, the salesman may 
select some particular part of the establishment, turn to 
his experience table of foot-candle intensities and say to 
the prospective buyer, “You'll see from this table that this 
operation requires 8 foot-candles (or whatever the table 
indicates) of illumination.” ‘“‘Now, let’s take a few read- 
ings with the foot-candle meter and discover what inten- 
sity of illumination you actually have here now.” If the 
foot-candle readings average considerably below the 
proper intensity as shown in the tables, the only course 
open to the prospect obviously is to provide better illu- 
mination. If the average of the foot-candle meter read- 





Tue Unit or Measurine Ittumination. Like ‘Topsy, 
Just Grew. 


meter. The greatest, from a 
sales point of view, is that it tells you definitely for the 
poorly lighted plant how far the illumination is below 
standard. 

The second value of the meter is in spotting “spotty” 
lighting. In the plant where the light is unevenly dis- 
tributed, where there are bright spots and dense shadows, 
the foot-candle meter readings taken at various points 
above a room or bay are bound to show a wide variation. 
proving the lack of reasonable uniformity of illumination 
so that it is clear to your own mind as well as to the mind 
of the prospective buyer that better illumination is 
needed. 

The third use of the meter lies in checking up the new 
installation to make sure that the desired intensity and 
uniformity of illumination have actually been attained. 
Don’t neglect this point. You are presumably selling 
good illumination, not merely lighting equipment—if you 
aren't you're not selling in the way that has proved most 
fruitful. And because you are selling illumination and 
not just lamps and reflectors, it’s up to you to see that 
your customer is getting what he pays for—good illumina- 
tion. There’s only one way to tell and that’s the foot- 


(Continued on page 86) 
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Adventures of Hardluck Sam 


Hardluck Gets Revenge and a Lot of Things With It 


you on 


EAR Phil: 
D I promised 
how I come out when I caught that 
guy Bonrath. Yes, that’s his name, 
and I got his number too, believe me ! 
I didn’t think it would be so soon, 
but here’s how it was. 


I landed in Stumpton on a Friday. 
with Square Deal for Saturday. The 
contractor was out, so I went behind 
his partition and started doping some 
new prospects. I hadn’t been there 
long when a gang came through the 
front They 


about transformers, and I sat tight 


door. were jabbering 


because you never know what you 
may pick up that way. All of a sudden 
my black hair rose and my neck got 
hot as I recognized a voice I'd been 
waiting weeks to hear. It was BON- 
RATH, and I was just starting up 
to get him when it hit me that if I 
laid low I might get some dope that 
would make my revenge sweeter. 


Well, here’s what it was, and I’m 
sure glad I waited: 

There was five farmers out there 
Bonrath the 
These birds wanted juice on their 


with and contractor. 
farms, which was between Stumpton 
and Square Deal. The latter having 
no plant, they had got permission 


hook 


line, providing the farmers stood the 


from Stumpton to onto their 


line and transformer loss. Bonrath 
tells 


formers from him at thirty-five and 


them they could buy trans- 
meters at ten dollars each, and that 
the line and transformer loss would 
amount to about fifty cents per month 
Well, Phil, the farmers went 


crazy with joy when they heard that, 


each! 


and so did I, for right there I had 
an idea that beat the Keokuk Dam. 

I waited just !ong enough to hear 
them agree to meet at seven o'clock 
Saturday night, then I slipped out 
the rear and beat it for the Stumpton 
light plant. I Bonrath was 
going to have the meters hooked up 


knew 


on the wrong side of the transformers 
so they would show no line loss. I 
found my old pal Cap Sanderson at 
the light plant. 
earful, and handed him a pencil. He 


I slipped him an 


the 
train I would let you know 


figured a minute and showed me the 
dope. I hugged myself, then I slipped 
him another earful and a ten dollar 
bill. Next I loaded up on reading 
matter at the hotel and went to my 
room for a magazine jag. 


I knew it was me and Bonrath to 
the mat if he seen me, so I never did 
a tap up to Saturday night except 
keep out of sight, and make a date 
over the phone with Cap’s sister, to 
meet a few village belles at her house. 
At last the zero hour rolled around 
and I slipped into the contractor's 
back room just as the meeting started. 

They didn’t waste any time, and 
soon had the orders signed and en- 
closed with the deposit check. I was 
peeping through a crack and after 
Bonrath sealed the envelope, I seen 
Cap come in the front door. “Good 
evening,’ he says, real pleasant, “I 
heard about this deal, and being an 
expert on line loss, I thought maybe 
I could help you out.”’ Bonrath jumps 
up, white as a sheet, but catches him- 
self and says coolly: “Why, yes, Mr. 
Sanderson will confirm my figures.”’ 
He must of winked at Cap. Well, 
Phil, I wouldn’t of missed it for the 
world. Cap looks straight at Bonrath 
and says: “Sure, that’s what I’m here 
for. Your transformers will cost two 
hundred dollars each, your meters one 
hundred and fifty, and the line loss 
from Stumpton half way to Square 
Deal will be about two hundred dol- 
lars a month.” 


For about ten seconds it was still 
then I 
through the door and let out a haw- 


as death, poked my _ head 
haw that would of made a Laughing 
Jackass die of jealousy. “LIGHT 
PLANT!” I yelled, “HAR! HAR! 
HAR!” They all spun around, Bon- 
rath seen it was me and reached for 
a chair, but before he could leap, he 
disappeared under a pile of farmers 
that made five look like fifty. I wasn’t 
looking for any battle except between 
me and him, so I lit out like the wind 
for Cap’s sister’s house. 

There was three fine girls there, 
I tried 


to settle down and be sociable, but I 


and a couple of husky boys. 


couldn’t help wondering what they 


would do with Bonrath’s body. I was 
just making fine headway with a 
swell blonde named Queenie when 
there was one of them sudden hushes, 
everybody looked past me at the 
parlor door, and I began to feel like 
I woke up in the night with a burglar 
beside my bed. Then I looked around, 
and a cold sweat started all over me. 
It was Bonrath, with his clothes half 
torn off, and all beat up, but raging 


full of fight. 


I never waited, just started one 
from the floor and hooked him under 
the ear. It never dropped him, only 
he fell on the bass keys of the piano, 
playing the opening bars of “The 
Storm.” Then he put one foot on the 
stool and did a Fairbanks right onto 
my neck. As we clinched I heard the 
girls screaming for the police and 
Cap’s sister’s mother calling the dog. 
The Victrola went next and the rest 
is hazy. I recollect putting both hoofs 
in Queenie’s lap, then the home boys 
horned into the scrap. I came to in 
the front yard, my hat hanging on a 
rosebush. I began cursing my luck. 
when BAM! FLOP! Bonrath comes 
sailing out end over end and lands on 
the walk. That cheered me up, but 
I never waited for any more, I didn't 
stop till I was safe in A jitney and 
headed for Square Deal, 

Well, Phil, I got my revenge, but 
I never asked for no shiners or bloody 


? 


nose or ruined clothes, not to mention 
another town scratched off my list. 
What’s more, that settles me for fight- 
ing in parlors. The next time I want 
my mush knocked in, I'll butt in at 
a Legion meeting and yell hooray for 
Bergdoll. 
Yours in the same old luck, 
Sam. 





Crews Joins 
Charlotte Hardware 

S. H. Crews has resigned his posi- 
tion with Lorick & Lowrance, 
Columbia, S. C., to accept the posi- 
tion of sales manager and buyer for 
the Charlotte Hardware Co., Char- 
lotte, N. C., succeeding the late Robt. 
L. Erwin, who was vice-president, 


Inc., 


sales manager and buyer. Mr. Crews’ 


resignation took effect May 22. 
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Pictorial Review of Electrical Developments 
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Here are 92 contractor-dealer friends and salesmen of the Matthews Electrical Supply Co., Birmingham, Ala., 
who assembled in convention on April 5 and 6 to discuss new and improved methods of merchandising. Each year 
the Matthews company holds these conventions in order to get on a “personal basis” with its many friends and to 
exchange views and ideas on many topics of mutual interest. Such conventions have been increasing very rapidly 
in popularity among jobbers so that more and more of them each year are grasping this idea and opportunity to 
talk personally to a large part of their following. Many dealers appreciate the good that they can derive from 
such contact and the number of interested ones is also increasing. The smiling features in the above photo tell 
unequivocally of the good time they were having on their auto parties, etc., which were a part of the program. 









The United States submarine, S-18, said 
to be the nation’s largest and most for- 
midable submarine, was recently launched 
at Quincy, Mass. 





A new electrically propelled United States battleship, the 
Tennessee, went into commission on June 8. She is the most 
powerful fighting vessel in the world today, being 625 ft. long, 
having a beam of 98 ft. and displacing 32,500 tons. She is 
equipped with Westinghouse motors and generators. 
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The new Faurot-Skehan safety-scope to stop 
car stealing (shown above) was _ invented 
by third deputy police commissioner Joseph 
Photo @ U.& U A. Faurot of New York. In leaving the car 
Three modern methods of transportation meet in the picture the owner locks a diamond shaped affair where 
above, the newest and most modern of the three being the elec- the disk shows disconnecting the ignition 


tric interurban line which crosses the bridge in the background. system. 
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Photo © International Film Co. 

Above is a powerful arc 
light used in motion picture 
work. 






Photo @ International Film Co. 

View of Coliseum, Chicago, where Republican conven- 
tion was held. Powerful are lights were placed around 
the sides to facilitate picture taking. Electric apparatus 
in foreground augments speaker's voice. 















Photo@ U. & U. 

The above large pumpkin like affair is known as an 
integrating sphere. This instrument is used to measure 
the average candlepower of a light. 


Determining the temperature at which a fire brick melts. 
\ sample of the brick is placed inside of an electric furnace 
and the temperature at which the melting occurs is observed 
with an optical pyrometer. 

Photo © UU. & U 

To the left is the empty Caruso jewel 
case from which thieves took jewels 
valued at $400,000 at Enrico Caruso’s 
home at East Hampton, L. I. When 
they tried to open the box the burglar 
alarm shown gave the alarm but the 
burglars carried the box into the yard, 
opened and emptied it and escaped. 


To the right is illustrated the largest 
single lift span bridge in the world— 
the Illinois Central railroad’s bascule 
bridge which spans the Chicago river. 
It is 800 ft. in length, carries two 
tracks and weighs 1700 tons. It is 
operated by two 150-hp. electric motors 
and can be raised in 134 minutes. 








Photo @ VU. & U. 
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Above is shown a large outdoor 40,500-kv-a. distributing station of the Alabama Power Co., Birmingham, Ala. 
This is typical of the advancement and improvements in outdoor stations and is indicative of this type of station's 
increasing popularity among central station companies. 





Photo © U. & U. ’ ; re 
This young lady is wrapped in a new type of ~~ (Koa 
electrical blanket made up of 15,000 feet of fine > r jo 
magnet wire which produces a scientifically cor- if! . 


rect heat 145 degrees above body temperature. - 

Reo ' Dan The above five immense turbo-generators are operated by the 
Georgia Railway & Power Co., Atlanta, Ga.. at Tallulah Falls. 
They represent some of the latest developments in the supplying 
of water-power to railways and industries. 










Pioto@ U. & U. 

The above electrical contrivance is an in- 
vention of Professor Zutton, a French in- 
ventor, for use in locating unexploded shells 
buried in the battlefields of the late world 
war. It is used in clearing battlefields as a 
means of removing danger to farmers and 
townsfolk in years to come. 


By means of rails (as shown 
above) from one to four powerful 
electric drills can be operated 
simultaneously and with ease in 
moving about. 


At the right is an electrical hair-cutting 
machine used in European barber shops. 
By this means the tonsorial artist can give 
the up-to-the-minute young man one of the 
new style soup-bowl haircuts in a_ few 
moments’ time. Note the crudeness as com- 
pared to the American machine. Photo © International Film Co 
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Pictorial Review of Electrical Developments 





Dinne- 
Ranch 26 192% 


Above is shown the large 
sales conference dinner held 
by the Pettingell-Andrews 
Co., Boston, Mass., at the 
Hotel Somerset on March 26. 
Many of the Pettingell-An- 
drews salesmen, contractor- 
dealers, central station men 
and manufacturers’ repre- 
sentatives attended to com- 
bine pleasure with the discus- 
sion of electrical plans for the 
future. It was an inspiring 
gathering. 


vette Sanne seems: * 


SACKETT. ELEC 
















Everybody happy and all set for a good time. 
Above are the 42 members of the H. I. Sackett 
Electric Co., Buffalo, N. Y., jobbers. The photo 
was taken in front of the company’s display rooms 
on 15 Court street just before the jolly crowd em- 
barked on the company’s annual outing and picnic 
held at the Buffalo Launch Club, Grand Island, 
N. Y., Saturday afternoon and evening, June 19. 


Below are the two popular million-dollar newly- 
weds of the movies, Doug Fairbanks and Mary 
Pickford. The scene is laid in the basement of the 
Ritz-Carlton hotel, New York City, where Doug is 
showing Mary how to iron his silk shirts by the 
latest method—electrically. 






MIO BUMMER OUTING 
ROBERTCON ATAR SF 
BurfAxs \PUNCM 





As can be seen in the above photo, this is another mid- 
summer party—the outing and picnic of the Robertson- 
Cataract Electric Co., Buffalo, N. Y., held at the Buffalo 
Launch Club, Saturday, June 2. The gentleman in the 
front row with the cap on (so popular with the ladies) is 
Ralph Sidway, secretary of the Robertson-Cataract com- 
pany and commodore of the launch club at whose house 
he played the host. Between the two young ladies and to 
the right of Mr. Sidway is Frank Morris, vice-president 
and sales manager, who also seems to be as popular with 
the girls as he is with the boys on his sales force. W. E. 
Robertson, so well known to jobbers, is trying to hide in 
the background. Everybody had a—(fooléd you) peach 
of a time. 


Photo@ U.& U. 




















THE JOBBER’S (A) SALESMAN 19 





Thought Stimulators . . 5y :avin cson 


ESTFUL sleep makes for good digestion and 
R straight thinking. 

And straight thinking and good digestion make 
for restful sleep—the cycle to good health is complete. 

In other words, the proper performance of one bodily 
function aids in the perfection of other bodily functions. 

All of us sleep, but not all of us sleep restfully. 

We all know that some of us with very active mental 
and physical lives, arise after six hours sleep fully rested 
and ready for another strenuous day. 

We also know that others of us arise after eight and 
even ten hours sleep more tired than when we went to 
bed. There has been sleep in both cases, but the latter 
has not been restful sleep. 


Broadly speaking, there are two sides to the human 
mind. 

One is the reasoning side. 

The other is the visualizing side or the power to 
imagine. 

When we sleep, the reasoning side is always dormant, 
but the visualizing side is either active or has the power 
to become: active. 

Dreams are the result of a dormant sense of reason and 
the active power to imagine—dreams draw heavily upon 
the energies of the whole body, varying accordingly to 
intensity, and the result is a restless sleep. 

Or, there may be a tensity of muscles during sleep, 
with or without dreams, but in either case enervating— 
not a restful sleep. 

It is directly a question of the state of the nerves. 

And the state of the nerves may be the state of the 
organs of digestion and elimination, and the whole may be 
the state of the mind during the day. 

Any of us who live in a state of worry and anxiety, who 
do our work during the day in a state of excitement and 
on the most haste-less speed principle, cannot expect 
sound restful sleep during the night, and even though we 
may sleep. 


Most medical authorities say that it is not the amount 
of sleep, but the degree of sound, restful sleep; that sound, 
restful sleep by night is the result of calmness of action 
and freedom of worry during the day. 

But calmness and freedom of worry are again a question 
of nerves. 

And nerves are a question of the general health, and 
the proper functions inthe state of general health are the 
functions of the bodily organs. 

We all know, for instance, that at one time a small 
matter may worry us, while at another time a larger 
matter may fail to have an effect upon us at all. The 
difference is in the state of the health one time over 
another. 


Henry Ford says the reason why in his very early 
career he was able to work all day in the electric light 
plant and most of the night in experimenting with his 
automobile in a backyard shed, was that he always kept 
on the hungry side of his appetite. 

That he did not use his surplus energy in digesting food 
that his body did not need; that what sleep he did take he 
found restful. 





There are many points of attack in the circle of com- 
plete health, but it all has its basis in mind—thinking—in 
the calmness of action and moderation in all indulgences, 
including the matter of food. 


* * * 


UMMER is here. 
Most of us are inactive or have a desire to be inactive 
at this season. 
But summer is the most active time of all life. 
Most of us are inactive to avoid heat, but heat is the 
very element that renders active every cell of creation. 
Some day when the thermometer is about 90 let us go 
out into the orchard or garden—any place where we are 
near the Creator. 
Let us look around. 
All our senses—seeing, hearing, feeling, smelling, 
thinking—will give evidence of life, activity. 
The leaves and twigs are soft with new growth. 
The insects are flying about. 
The air is filled with pollen, the germ of plant creation. 
Blossoms are forming into fruit. 
The fruit is forming and casting seed. 
And the very soil gives forth a warm odor in its desire 
to produce. 
Every cell is life—activity. 
Nothing is dormant. 
The chances are that we—man—are the most inactive 
creation in the whole display. 


Summer is the active time of man, both in mind and 
body. 

It is thinking time as well as doing time. 

But this activity does not mean all work and no play. 

Summer is the play time, in the open, the time of action 
and reaction to restore health and strength for the in- 
active season. 

Summer is the time when all lower life stores nutrition 
and strength to withstand the rigors of winter. 


Out in the garden or orchard we will observe that no 
form of the many varieties exhibited there is resting. 
None is looking at the thermometer and complaining to 
its neighbor about the heat. 

They are too busy partaking of the heat, the source of 
life. 

All the resting in the garden or orchard is done in 
winter. 

Summer is the time of new birth of thought and ideas, 
and the time of action in their growth and development. 

Why should we—man—be inactive in summer seeing 
that all nature is active? 

Let us all go out into the open this summer and think 
and work and play. 

Let us not just rest, but rather take example from the 
instinct of every living thing about us. 

Let us seek even a brief change and contrast from our 
shut-in, year-around occupation—in the garden—in the 
fields, nearest the Creator. 





x * * 

‘ + ? rey . - eo 

: HE inharmonious distribution of expenditure” is 

a term that often will apply to building a house, 

conducting a business, the purchase of goods or to per- 
sonal expenditures. 
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A house that is all ‘front’? at the expense of an honest 
foundation; the extravagance in one department of a 
business at the expense, the neglect of other departments ; 
the fellow who buys expensive outer clothing to the neglect 
of his underclothing—come under this classification. 

But— 

There is also the 
and effort. 

For instance, we used to live out on the edge of town, 
next door to a lawyer who kept a horse and cow and 
chickens and raised his own garden truck. 

‘As a matter of economy,” he attended to everything 
himself. 

He used to get up at four o’clock and do barn and 
garden chores until it was time to go to business. 

As a result he went to his office smelling of horse 
and cow, and too tired for his avowed work. 

Of course, he soon became too poor to hire anyone to 
do his home work. 

He was a good lawyer and would have succeeded at 
his profession, had he given the best of himself to it 
rather than to his barn and garden chores. 

He used in himself the time and effort of a skilled man 
in doing that which could have been more economically 
performed and perhaps better by cheaper labor. 

As a result this man did not make a living at his pro- 
fession; he made the difference in what comprised his 
living by doing barn and garden chores. 

This man saw the younger and less skilled of his pro- 
fession get the practice away from him and several elected 
to the bench, an office to which he aspired. 

He couldn’t understand it and died a disappointed man. 

He blamed the world. 

Any one that blames the world is wrong. 

This man was wrong in the fact that his life was in- 
harmonious distribution of time and effort. 

x x x 


“inharmonious distribution” of time 


HERE is more loss by indecision than by wrong 
decision. 

We all frequently hear complaints from active, initiative 
and efficient men of the indecision of their associates or 
superiors. 

One of these active efficient men doesn’t mind a negative 
decision half as much as he does indecision. 

A man with one idea usually has another. He doesn’t 
mind the loss of one idea by a negative decision on the part 
of his superior half so much as he does the inactivity while 
awaiting decision. 

A man with “no” for an answer can at least go at some- 
thing else. 

When a proposition is put up to the one of final decision 
he can reserve his decision for full mental consideration 
to enable him to decide more intelligently,—this is not 
indecision. 

Indecision is procrastination. 

Indecision is the inactivity of mind. 

Indecision is lack of courage. 

Indecision is fear. 

Those of us who have been thrown with men of large 
responsibility in the management of large institutions have 
observed that while they are men who make mistakes, yet 
they are never men with the fault of indecision. 

They are men who by quick decision have been able to 
build institutions to such proportions as to make the per- 
centage of wrong decisions small in proportion to their 
success. 

To men who grow up to the management of large 


properties quick decision becomes a habit,—it grows with 
them. 

They are like men who frequent the crowded city 
streets: They decide on this move or that in crossing the 
way of traffic; for their life depends upon quick action. 

A good farmer, for instance, doesn’t keep his men and 
machinery and teams waiting while he decides to sow this 
field in this or that, or fertilize it or not. 

A good manufacturer doesn’t keep his men and ma- 
chinery waiting while he decides to make this or that in 
this way or that. 

A good merchant doesn’t hold his stock and delay his 
advertising while deciding to put this or that price upon 
this or that. 

* 
HE whole scheme of economy of that system which 
we call business is that we are not all equal in 
strength or weakness, yet each should contribute to the 
whole system that which he is best fitted to do by nature, 
skill, knowledge or experience. 

Business is simply mutual service. 

At one time in the early development of this country 
ve all made our own shoes and did our own blacksmithing, 
but some fellow finally came into a pioneer neighborhood 
who had more skill at one or the other of these trades, and 
we found it better economy to let him make all the shoes 
or do all the blacksmithing while we pursued the common 
arts of farming. 

Business has not always been conducted as a matter of 
mutual service, and it isn’t all conducted that way today, 
but this is its fundamental purpose, and those of us who 
do not see this honest, natural function are in the process 
cf being kicked out. 

Those who maintain that business is a game, that a 
bargain has a best end rather than an end of mutual profit. 
are being eliminated. 

* * * 


Nothing is more rare in man than a thought of his own. 
Know your goods, know your customers’ needs, present 
your proposition honestly, and your sales will take care 


of themselves. : : : : : 


People generally don’t have much ambition to be vice- 
president. : : : ; : : : : 


Some waiters make more money than the fellows who 
give them the biggest tips. :°  : : 


Doing is very largely a question of trying. 


As someone said, lots of men earn their bread by the sweat 
of their frau. : : : : : ; ; : 


An expert is a fellow who is 150 miles away om who 
charges $100 a day. : : : : : : 


Think hard and you won't have to work so hard. 

The other fellow’s job always looks the easiest. 

Uncle Tom’s Cabin played at Melodeon Hall last night. 
The dogs were good sae ey an seed rs dala ——— 
Hubbard. : ; : : : : : 


Usually, the looser a woman ties a man the tighter she 
holds him. : : ; : : : : 
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MEN YOU SHOULD KNOW 


W. E. Robertson 


HAT well known masterpiece of sculptory, the 

Thinker, has always struck me in a rather reverent 

way. It is emblematical of those who have done 
the world’s great deeds, those 
who are now doing them for 
the benefit of posterity and 
those to come who in the future 
will carry on the creative 
thoughts of those who have 
been. At the present moment 
this masterpiece in clay seems 
comparable with the subject of 
this story of an electrical job- 
ber of a somewhat different 
tvpe—W. E. Robertson, gen- 
ral manager and a director of 
the Robertson-Cataract Elec- 
tric Co., Buffalo, N. Y. 

Big men are found in every 
walk of life and every line of 
endeavor and the electrical 
jobbing field is no exception. 
This industry of ours is young 





very young—and those who 
are to carry it on to its greater 
developments and achievements 
will necessarily look back to 
the remarkable achievements of 
those who helped build the 
foundation. 

The jobbing branch of the industry is a most im- 
portant branch and there are those in it who are accom- 
plishing much to prove its justification and promote its 
interests. There are many thinkers and doers in it. We 
all admire thinkers and still more the doers. Mr. Rob- 
ertson is doing all of these things and that is why he 
and his efforts in behalf of this great industry, and par- 
ticularly the jobbing field, are deserving of note—and 
uot only because he is a deep thinker and an active doer 
bub because he is one of the big men in our field. 

In Mr. Robertson, as I have said, is to be found a 
man of extraordinary traits. Not only is he the electrical 
jobber—his interests are electrical only for reasons to 
be later mentioned—but he is also the lawyer, business 
man, philosopher, student and benefactor. Principally 
is he the student of human beings, their actions and evo- 
lution, in short a sociologist. 

But to know a man it is better to start from his begin- 
ning, from the point where he started to make of himself 
vhat he is and will be. Hence it is found that W. E. 
Robertson was born on the fourth day of February, 1874, 

the obscure little village of Bufton, North Carolina. 

From the fact that Mr. Robertson’s father was a 
Presbyterian minister and his mother a descendant of 
those resolute old Huguenots, who helped found the Caro- 
nas, may be derived the reason for some of his traits 





W. E. Rogertson 


Robertson-Cataract 
Electric Co. Buffalo 


and views of life. Brought up in a little village by a father 
who believed that work is elevating, he was early incul- 
cated with the doctrine that any task worth doing is 
worth doing well. And he has 
carried these commendable 
teachings on through into his 
later vears where he has been 
able to pass them on_ into 
fruitful fields: 

Like any small town boy, 
William was afforded the priv- 
ileges of the great out-of-doors 
and he learned to fish, hunt, 
swim, ride and do the many 
other things the country lad 
delights in and the city youth 
longs for. But there was the 
other side, too, and he was 
forced to milk cows, take care 
of the horses, saw and _ split 
wood and tend to the numerous 
other chores of household and 
vard. Mr. Robertson today is 
the most husky of the three 
brothers in the Robertson- 
Cataract organization so _ it 
may be the training he received 
in his early youth that makes 
him so robust today. 

Among other things, Mr. 
Robertson had a fondness for steam engines and when 
very young he became quite adept at running them. It is 
for the reader to deduce whether this or something else 
led him to take up engineering in his later school days. 

At the age of 11 years, William’s parents moved to 
Ithaca, N. Y., where he attended the grammar and high 
schools and prepared for an engineering course in Cor- 
nell. In his first vear at Cornell, however, financial re- 
verses struck the family and William was forced to leave, 
consequently causing a change in his engineering aspira- 
tions. 

Under these conditions it became necessary for young 
Robertson to earn his own livelihood, so at the tender 
age of 18 he followed the Lehigh valley tracks northward 
landing finally in Buffalo where he obtained a job in a 
real estate office at the magnificent salary of one dollar 
per day. His life was probably no dream as he knew 
no one in the city and had no relatives north of the 
Mason and Dixon line. 

It might be well to make note that this was in 1892 
and during this year William pursued his duties as gen- 
eral office boy and utility man with a vigor and earnest- 
ness that earned him the position of bookkeeper in 1893 
when the company made some changes in its personnel. 

Now having acquired the ambition to be a lawyer and 

(Continued on page 92) 
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Practical Psychology for Busy Men—III 
By THOMAS FULLWOOD 
When You Play, Let Go Completely 


EGIN, Mr. Jobber’s Salesman, by considering the 
B shrewd good sense of these remarks by J. G. 
Holland, regarding the importance of play in the 
adult’s scheme of well-being: 
“It is the great harmonizer of 


the human faculties, overstrained 


tion; in return for the time and effort devoted to play 
some particular benefit is sought and expected. That is 
not play, not in the real and most beneficial sense it isn’t. 
It’s more like business under another name—something 
for something, that is to say. 
The really worth while bene- 








and made inharmonious by labor. 
It is the agency that keeps alive 
and in healthy activity the facul- 
ties and sympathies which work 
fails to use or helps to repress. 
Tt is the conservator of moral, 
mental, and physical health.” 
You may express your own 
thoughts on the subject different- 
ly, but if you are given to observ- 
ing and thinking, the gist of your 
remarks will jibe with Holland’s. 
So let us begin by taking for 





Health 


HIS is the third of 

a series of 12 five- 
minute, common-sense 
talks on Health—your 
most valuable asset. You 
are overlooking a real bet 
if you pass up this dope. 
Watch for this depart- 
ment each month. 


fits are secured from play only 
when one plays for the sheer love 
of playing and without a thought 
beyond the joy of doing the thing 
for its own sake. And every man 
can do just that, too, providing 
he will be guided by his own de- 
sires and preferences in electing 
for the way in which he will 





spend his leisure hours. 

No man is without the capacity 
for enjoying one or more clean 
forms of play or relaxation, call 














granted that you believe in play- 
ing and do play whenever you 
can. Then we can get at the nub of the matter without 
further ado, which is how to derive the most good from 
your periods of relaxation and play. 

One of America’s greatest men has been quoted, rightly 
or wrongly, as having said: “When you work, work like 
h 1; when you play, don’t work at all.” And therein’s 
the secret, so far as play is concerned. But the rub is in 
contriving to play wholeheartedly, in letting go complete- 
ly, in divorcing play from work absolutely. It’s a safe 
wager that not one man in a hundred has that knack. But 
it is as simple as rolling off a log and anyone can do it, 
once the “how-to” of the thing has been explained. And 
here it is. 

Men, they say, are only boys grown tall. Anyway, the 
man who would get the greatest possible benefit from the 
hours devoted to play, no matter what the form of the 
play, must contrive to forget his years, his dignity, his 
responsibilities, and go into the play sled-length, just as 
he did when he was a kid and played for no reason other 
than the sheer joy of playing. And but few men remem- 
ber how to do that. The things they do that they mis- 
takenly regard as playing have but little more resemblance 
to your healthy boy’s brand of playing than a stage kiss 
has to the real thing. The reason is easily given: boys 
play for the fun to be got out of it; men play for other 
reasons entirely. 

Tom goes in for golf hoping that the exercise will re- 
duce his waistline. Dick goes in for cards and theatres 
in the belief that the diversion rests his mind after the 
trials of the business day. Harry tangoes night after 
night to keep from getting fat. Thus it goes. In one 
way or another each makes of his play a business transac- 


it what you will. And few men 
are so situated that they cannot 
find it possible to do those things that they really like to 
do. Very well. Pick out the things that you like to do 
and can find it possible to do and do them. If your pref- 
erence is for something that will take you out of doors, 
so much the better. But if your idea of play is pasting 
stamps in a book, or collecting autographs, or teaching 
the dog new tricks, or what not else, why do that by all 
means if you derive real pleasure therefrom. But you 
must do your own choosing. Riding horseback because 
it’s fashionable, playing golf because it gets you into the 
right. set or doing anything else in the hope of any other 
return than the joy of doing the thing for its own sake 
is merely business under another name. 

Having selected the thing that you truly want to do, go 
in for it with all the “pep” and enthusiasm you can 
muster. Hang what others say or think! If you cannot 
of yourself contrive to be independent of such trifles, ask 
the first kid you meet to show you how. Invite one to 
play with you anyhow; they’re good medicine—you'll dis 
cover a capacity for enthusiasm and foolery that you don't 
realize is yours. : 

One such experience as that will convince you beyond 
all argument that the only play that’s worthy the name is 
that which you can indulge in with all of the abandon and 
absorption that marked the activities of your boyhood 
days. Because, strange as it may seem, when one plays 
for the sake of playing the improvements to health and 
spirits are immeasurably greater than when those ends 
are the direct occasion for the playing. 

* $d * 
Generally, marriage is a problem to a man, a solution to 
® woman. : : : : : : : , 
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= Whether the participants be two housewives trading experience over the picket fence, 
" or two modern “cliff-dwellers” chatting over the afternoon tea, the old-fashioned “back- 
S : yard fence” still symbolizes a personal experience more honest than any printed testi- 
i a monial and of much greater influence than any other form of advertising. 
u 4 “The Back-Yard Fence,” if you please, is an advertising medium in which no space 
se ¢ can be bought save by the golden coin of Satisfaction Given. 
le a 
oY : Satisfaction implies the keeping of all promises, the fulfillment of even the implied ob- 
ce ; ligation. The purchaser must not only be pleased with the appearance of a Westing- 
q house appliance, but each appliance bearing the Westinghouse trademark must please the 
r0 ‘ user by perfect performance day after day and month after month. 
n ; ; ; P , 
xt a To this end Westinghouse has devised and put into every-day operation among its 
k 4 dealers the most liberal service plan now available to the electrical merchant. 
to j 
- & As a jobber-salesman sell the Service Plan 


Westinghouse Electric & Mfg. Co. 
East Pittsburgh, Pa. 
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OW I LANDED. 








Little stories of 
unusual sales ~as 
told by ‘salesmen. 


A Timely Tip 


O*" day I had occasion to call up 
a fixture manufacturer in town 
for a price on a hundred fixture units 
comprising an order I had received 
from one of the railroads. In talking 
to the manufacturer's representative 
he remarked, “I'll bet that’s for the 
Swindlem Life Insurance Co.” (We 
may as well call them that for con- 
venience sake.) I didn’t say whether 
they were or weren't but again re- 
quested the price. 





Tet Ir ro SWEENEY 


I got my price and seeing a chance 
for an order for another hundred 
units of the same kind I took a long 
chance and called up the Swindlem 
company, a large firm from whom we 
had never received a nickel’s worth of 
business but whom we were very anx- 
ious to cultivate. 

Well I got them on the phone, asked 
the name of the purchasing agent and 
then asked to be connected with him. 
Upon being connected I told him who 
I was, that I understood he was in the 
market for 100 “Betterlights’ and 
that, as I needed his business, would 
like a chance to bid. 

He told me to go to it and gladly, 
so I gave him the price I had just re- 
ceived for the other hundred units and 
which was also correct in this case. 
He then said that as I was on the job 
and as my price was right he’d give 
me the order—and he gave me an 
order number. 

Well I felt so good over the deal 
that I ran right back to my “boss” 
with the order. He immediately hung 
a lot of crepe by saying he wouldn't 
believe it was a bona fide order until 


le saw a written order signed by the 
purchasing agent. 

I was sore so I grabbed my hat, 
ran straight for friend p. a. and told 
him that the “big squeeze” wouldn't 
believe the order for the “Better- 
lights’ was bona fide until he saw it 
in writing and with his personal sig- 
nature. 

“He won't, eh!” said the p. a., “well 
we'll show him,” and I got my signed 
order, much to the surprise and de- 
light of “honorable boss.” Moral: 
He who hesitates is lost. 

Donald P. Lewis. 


* * * 


Five Methods 
hk is difficult for me to give the exact 


way I have landed anv _ order, 
but the way IT land almost all the or- 
ders of any value to speak of is by 
these methods: 
First. 
Honest representation of the goods 
in question. 
Second. 
Drafting my proposition so that it 
is easily understood. 
Third. 
Keeping in direct contact with pro- 
posed buyer until the order is placed. 





Krep 1x Contact witH Buyer 


Fourth. 

Gaining and holding the confidence 
ot dealers with whom I am in contact. 
Fifth. 

Realizing that honesty is the best 
policy, and by giving every one a 
square deal. 

[ have secured many large and 
profitable orders by following the 
above. 


Jerry G. Cason. 

















Ate His Way in 
O* day, during the war, I called 


on a large Philadelphia ship- 
building concern to see if I couldn't 
come in for some of the immense 
amount of business they were placing 
with other electrical supply houses. 
As a good many others had done 
before me, I sent in my card and was 
told to take a seat at the end of the 
long line. Pretty soon the door, of 
the purchasing agents office opened to 
let another ‘“‘peddler’’ out and | 





Ate His Way To THE ORDERS 


craned my neck to get a look at the 
man inside to see what I was up 
against. I continued to wait until it 
was around noon. I took one more 
look at the line and decided that I 
may as well get something to eat 
since I still had quite a wait ahead 
of me. Just as I left the plant an 
idea dawned on me. I decided to 
wait and see if I couldn't catch the 
p. a. and take him to lunch. 

It wasn't long before he came out. 
I walked up to him, told him who | 
was and asked him where he was 
going to eat. He told me the Adelphia 
hotel so I asked permission to accom- 
pany him. He said that he’d rather 
eat alone so I then asked if he minded 
my walking down town with him. No 
objection to that. 

When we reached the hotel and I 
started to say good-bye he ejaculated, 
“Oh h- 
me!” Well the upshot of the matter 
was I went back to the office with 
him, past the line of gapping “com- 
mercial travelers’ and into his office, 





1, come on in and eat with 


leaving a short time afterwards with 
the orders they were all after. 
Joseph A. Burger. 
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HOYT 





For over thirty years, this name has stood for ex- 
cellence in design and construction of ELEC- 


TRICAL INSTRUMENTS. 
The HOYT LINE offers you: 


Dashboard Voltmeters 

Miniature S wi t c h- and 
board ' A 

Large Switchboard eae 

Portable ) A. C. and D. C. 


A METER FOR EVERY NEED. 


Appreciate these points: 


As the electrical industry expands the demand for 
instruments grows—the fields are too numerous to 
mention. 


Standardization has reduced the selling difficulties 
to a minimum—precise technical knowledge is not 


necessary to sell HOYT METERS. 


Once you have mastered a few details, it is a real 


pleasure to sell HOYT QUALITY. 


We are prepared to give you all possible assistance 
and co-operation. 


Our prices meet competition on quality merchan- 
dise and the profit to JOBBER and DEALER is at- 


tractive. 


YOU, your HOUSE and your CUSTOMER will 
profit greatly by the sale and use of HOYT 
METERS. 


Complete catalog, our new pamphlet 


Hunting Down Electrical Troubles 


and other literature, designed to help all users of 
electrical instruments will be sent on request. 











For Automotive, Work: 


The Rotary Meter 


A 


compact, rugged, ac- 


curate combination volt and 
ammeter—it will do what 
six instruments will do. 


(1) 


(2) 


(3) 


(4) 


Size 


Can 


Will measure a_ total 
voltage of 30 volts—for 
the total generator or 
battery output. 


Will measure 3 volts—a 
range used on single cells, 
and for locating short 
circuits, etc., in generators. 


Will measure 90 milvolts 
—for detecting _ slight 
grounds, open circuits, 
etc. 


Will measure 30 amperes 
—a range needed when 
measuring total of gen- 
erator output or lamp, 
horn and other electrical 
loads. 


Will measure 3 amperes 
—for individual loads. 


Will measure the current 
taken by the starting mo- 
tor, by using the EXTER- 
NAL SHUNT in connec- 
tion with the 90 milvolt 
range. 


about 4!14”x3’x2” high. 
be carried in the pocket. 








BURTON -ROGERS CO. 


SALES DEPARTMENT for HOYT ELECTRICAL INSTRUMENTS 


755 Boylston Street 





Boston, Massachusetts 
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Sold Himself; Then Customers 


BOUT eight months ago the 

kL Free-Westinghouse Co. put on 
the market, through my company and 
all other Westinghouse agent-jobbers, 
its line of electric sewing machines 
and at that time I was called into the 
house to witness a demonstration and 
listen to a talk on how to sell them. 
I was then told to go back to my terri- 
tory in Tennessee and land all the 
for Free-Westinghouse 


orders sew- 


ing machines within grabbing dis- 


tance. 


Totp HimsetFr Axsovut Ir 


So I started out. During my first 
week at it, every one gave me the 
cold shoulder—turned me down flat. 
The following Sunday I thought it 
all over and the next day started out 
again on my second week. Same re- 
sults! At this point I became exas- 
perated and wrote my sales manager 
about it. He replied that I’d get no 
help from anyone and told me further 
that it was up to me to sell those ma- 
chines. 

While pondering on the subject, 
wondering what to do next, it sud- 
denly dawned on me that, to sell some 
one else, you must first sell yourself. 
I realized I hadn’t done that so imme- 
diately got busy. I went over in my 


mind, as best I could, the greater part 
of the sales talk as I had heard it 
at headquarters. I then got together 
my literature on the machine and read 
and re-read it; built up all manner 
of argument against alibis; strength- 
ened my defense and went out on the 
offensive for the third time. 

At last! I got one man interested. 
He was afraid that he did not know 
enough about the machine to put it 
over in the proper way, but, never- 
theless, allowed me to send him one. 
When it arrived, I went back, gave 
him a demonstration and sold him 
thoroughly on the real idea. He is 
still sold and passing the idea on. 

If you sell the idea, your customers 
will pay the price. It must be re- 
membered, however, that it isn’t the 
material thing that you are selling 
but what that material thing will do. 
As for me, I am so thoroughly sold 
now on the Writing Desk Type Free- 
Westinghouse Sewing Machine that, 
if I don’t send in an order for some 
of them each day, I don’t feel as 
though I’ve done a full day’s work. 

L. F. Stone. 


* * * 


Figured Job Himself 


HE most natural and logical 

thing to do towards landing an 
order, which we know is there to be 
gotten by someone, is to devote our 
entire energy toward that point and 
“T’ll tell the world” we have to over- 
energize sometimes at that. 

I recall one occasion where a young 
contractor had been in business but a 
short time and, while he had quite a 
large following and plenty of pros- 
pective jobs in view, yet he was un- 


plana et anita NVI. 
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Tell Us How You Landed The Order 


Write a letter telling how you secured an order in the face of difficulties; or how 
you overcame some obstacle that other salesmen may be confronted with. An in- 
cident that may seem simple to you may help the other fellow land. 

If you want the suggestions of your fellow salesmen you must do your part by 
giving them the benefit of your experiences. 


We Will Pay $5.00 For Every Letter Published 


And— 


able to estimate his prices on some 
jobs in such a way as to take care 
of overhead—or we might say, come 
clean on profits. 

Therefore, when he was given this 
particular contract to bid on, his 
prospect was good enough to tell him 
the figure he would have to meet in 
order to get the job against two other 
bids that were to be considered. I 
was in the store at the time and, while 
he did not think he could get low 
enough and I had never attempted to 
estimate on that end of the game, I 


Burnep THE Mipnicut O1L 


did know that it looked like a nice 
piece of business for some jobber. 
So I hinted that I would willingly 
return in the evening and attempt to 
help him out. 


The outcome was that we figured 
and figured and then figured some 
more until at 2 A. M., we had a figure 
which was low enough to land the 
contract at a fair profit. Consequent- 
ly I landed the order for the material 
which I feel frank in saying was due 
me, although I also gained some very 
valuable knowledge on_ cost-plus 
which has since been exceedingly 
beneficial to me. 


Earl E. Hamblet. 
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New Labor Saving Devices 


That Can be Used in All Mechanical Fields. 


PERTINENT TO CAR OWNERSHIP 


Here is some- 
thing brand new, 
a big little thing, 
if ever there was 
one — screw 
holes. There are 
manufacturers 
who produce 
screws of vari- 
ous kinds, wood 
screws and ma- 
chine screws, in 
a multitude of 
sizes; but the 
Stine Screw Holes 
Company, Waterbury, Conn., 
manufactures screw holes. It 
sounds odd, says American 
Motorist, but is really very 
simple and makes you wonder why no- 
body thought of it long ago. 


When the motorist or his repairman 
has removed and replaced the _ floor 
boards of his car a number of times, 
the screw holes, usually in the wooden 
floor sills, no longer accommodate 
themselves willingly to their intended 
functions; they will have become too 
large and the remedy must be found 
in wood slivers and match sticks which 
have an inconvenient tendency to come 
out together with the screw itself the 
next time the latter is taken out. 





So here comes the metallic screw 
hole which when driven into the wood 
with a hammer retains its shape and 
holding ability forever. 


What applies to floor boards holds 
good with equal force in the case of 
the doors whose hinges in most cases 
are fastened to the door jambs by 
means of wood = screws. Passengers 
entering and leaving the car inevitably 
lean upon the open door which in con- 
sequence is called upon to do _ service 
for which wood screws and wooden 
screw holes were never intended. Here 
as well as in many other locations and 
for many other purposes the metallic 
—_e hole effers the only permanent so- 
ution. 


The application of the metallic screw 
hole is very simple; it is driven into the 
wood or other material with a hammer, 
a special driving head preventing in- 
jury to the screw hole itself. 


The Stine Company’s screw holes are 
made of brass and they come with 
either wood or machine screw thread. 


A LONG FELT WANT 


It must be admitted that ever since 
the first screw was used trouble has 
been encountered in the driving of 
either wood screws or machine screws 
in every kind of material. In many 
cases a hole must be bored, and after 
the screw is set a _ slight additional 
turn of the screwdriver will often strip 
the threads, says the Inland Storekeeper, 
thus wasting the time of the user and 
demanding that the hole be plugged and 
the screw driven once again. All this 
has now been eliminated by a novel in- 
vention just being announced by the 
Stine Screw Holes Co. of Waterbury, 
Conn., to the public’and to merchants 
who sell screws in their hardware de- 
partments. The device consists of a 
metal screw hole that is designed to fit 
any wood screw or machine screw, and 
that is simply driven into the material 
with a hammer. The special features 
being, that it can be used in any place 
where a screw can and it thereafter 
becomes a permanent hole. These are 
the first ready-made screw-holes to be 
ziven to the world, and from the opin- 
ions of mechanics who have tried them 
out they are due to meet with consider- 
able sale and success. 





INVENTION TO THE RESCUE 


There never was a time in the history 
of the world when there existed a 
greater need for labor saving inventions 
than confronts us today. The neces- 
sity for greater production is impera- 
tive; the number of willing hands 
available to do the work is inadequate. 
The output of each day’s work per man 
must be increased, and new invention 
holds out the only hope. 


The Stine Screw Holes Company, of 
Waterbury, Conn., is introducing a new, 
inexpensive aid to manufacture, says 
the Telephone and Telegraph Age. 
Telegraph and telephone companies, in 
their cabinet work and carpenter work, 
pay men for boring by hand millions 
of holes each year. 


The Stine screw holes are driven by 
means of an ordinary hammer in any 
material. The screw holes are made 
for wood screws or machine screws to 
fit all sizes of screws. 


THE BIGGEST LITTLE THING IN 
THE WORLD 


There is a concern in Waterbury, 
Conn., says the American Wool and 
Cotton Reporter, which makes ‘the 
biggest little thing in the world.” This 
is the Stine Screw Holes Company, and 
its product, as the firm name suggests, 
is screw holes. In fact, this company 
makes the only screw holes in the world. 
In a list of 22 reasons why screw holes 
will be bought and used and not become 
dead stock for anyone, the statement 
is made that screw holes have been 
needed ever since the first screw was 
used. 


STANDARDIZATION 


For the purpose of maintaining per- 
manent screw holes in wood and other 
materials, the Stine Screw Holes Co., 
Waterbury, Conn., has placed on the 
market their product. These screw 
holes, says Iron Age, are made of brass, 
and for wood screws or machine 
screws of all sizes. The screw holes 
are driven with a hammer, after which 
the head is removed. It is pointed out 
that the use of this device permits the 
standardizing to either wood or ma- 
chine screws, also that the screws can 
be used in many places and materials 
where it is impracticable to use screws 
without them. 


UNIQUE NOVELTY 


The Stine Screw Holes Co., of Water- 
bury, Conn., says The Casket, has 
placed an unique novelty on the market 
in its patented screw hole. The little 
device is in the form of a hollow cylin- 
der with corrugated outer surface and 
screw threads. within. A few blows 
with an ordinary hammer sink the hol- 
low metal wedge into any material, 
hard or soft, where the corrugations 
on its outside hold it fast. The screw 
is then inserted, meshing into the 
threads inside the cylinder and holding 
with as firm an anchorage as if it were 
bolted. All casket manufacturers and 
undertakers who have experienced diffi- 
culty in closing rough boxes securely 
will find this inexpensive little novelty 
a boon. Casket handles, heretofore, 
usually nailed on, may now be as firmly 
fixed to the shell as if they were part 
of it; and all sorts of delicate work can 
be materially strengthened by the in- 
sertion of screws that are guaranteed 
to hold, according to the claims of the 
patentees, 


SURE REPEATERS 


Something really new in the way of 
novelties which should practically sell 
themselves and become good “repeat- 
ers’’ for the hardware dealer, says the 
Hardware Review, are the brass 
screw holes being placed unon the mar- 
ket by the Stine Screw Holes Company, 
otf Waterbury, Conn. 


The advantages of a device of this 
nature are far too obvious to need 
pointing out here. This product is 
unique, there being nothing like it any- 
where on the market. 


Among those who would be likely to 
welcome such a device are shops and 
factories of all kinds and individuals in 
all the walks of life, and, in fact, by 
anyone who uses screws in any kind of 
material. Dealers stocking this line 
can make a strong talk along economy 
lines, for instance, that screws can be 
removed, and re-used as many times 
as desired, and the hole remains the 
same, with no mutilated wood work 
resulting. These devices will also en- 
able the purchaser to use shorter and 
smaller screws than would be possible 
otherwise. 


A PERFECT SOLUTION 


Neatness is one of the essentials of 
good workmanship, and this, in addi- 
tion to durability is obtained by using 
Stine Screw Holes. They are made for 
Wood or Machine screws and make a 
permanent Screw Hole. These Screw 
Holes may be driven in with a hammer 
in any material without damage to the 
materiql. They are made of brass and 
special tools are not required in using 
them. Their use makes not only per- 
manent holes but they make possible 
the use of screws in many materials 
where it is difficult to use screws with- 
out them, says Domestic Engineering. 


INVENTION FOR AEROPLANES 


Screw Holes have been designed 
to meet a need that’ has_ been 
long felt in construction. Besides their 
simplicity, whereby anyone able to 
drive a nail is able to drive in a Screw 
Hole, it has also the qualities of neat- 
ness, durability and convenience. The 
Stine Screw Hole is made of Brass and 
will therefore, not rust under atmos- 
pheric conditions. Holes can be driven 
without injury to the material, and in 
places where screws could not other- 
wise be used. 


With special reference to the Air- 
plane Construction, Stine Screw Holes 
may be useful in the following ways: 
ist. In attachment of instruments to in- 
strument board. 2nd. In removable floor 
board—and at points where removable 
seats are attached to the structural 
members of the_ fuselage. 3rd. For 
such control attachments as are neces- 
sary to assemble when planes are taken 
down for shipping. 4th. In securing 
removable sides of the costly cases in 
which planes are packed and shipped, 
says Aviation and Aeronautical Engi- 
neering. 


GET FREE SAMPLES 


Write to The Stine Screw Holes Co., 
Waterbury, Conn., for samples of this 
wonderful little article to fit wood 
screws and machine screws and_ see 
how simple and effective screw holes 
are. 

They are in demand by all classes of 
mechanics working in all kinds of ma- 
terials. 

Screw holes make the quickest turr 
over profit handled in a Hardware 
Store. 

Immediate delivery can be made on 
all kinds and sizes at this time and for 
that reason you should stock screw 
holes. 


SIMILAR ENDORSEMENTS HAVE 
APPEARED IN 


Hardware News, Motor Boating, 
Music Trade Review, Popular Mechan- 
ics, American Lumberman, Mill News, 
Concrete, Electrical Review, Wood 
Worker, Factory, Marine Engineering, 
Hardware World, Hardware Bulletin. 
American Machinist, Popular Science 
Monthly, Motor Boat, The Jobber’s Sales- 
man, Power, and many other Journals. 
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ERE. is Canton’s experience ex- 
actly as he related it. Looks 
like shrewd tactics. 

It was about a year ago. ‘The pur- 
chasing agent in Dept. 17 of a nation- 
ally known company got it into his 
head that he would equip the new 
addition to their plant with our prod- 
uct. So he sent into the house for a 
man. It was a 300 mile trip. I was 
ordered out. 

Upon arrival the next morning | 
was met by the office boy. I handed 
him a card which he took in to his 
boss. Accidentally he left the door 
ajar. I got a glimpse into the inner 
office. The purchasing agent, Sim- 
mons, took my card, gave it the “once 
over,” tore it in two, and then tossed 
the pieces into the waste basket. 

The boy returned, “I’m sorry, sir,’ 
he said, “but Mr. Simmons is not in.” 

“All right, sonny, will you please 
get me my card?” 

He entered the office. In a few 
moments he returned. He hesitated 
a moment and then handed me over a 
nickel. 

“What's this for?’ I inquired, puz- 
zled. 

“Why that,” he replied uneasily, “‘is 
pay for your card.” 

“Here,” I answered, handing him 
another, “‘take this in to Mr. Simmons. 
tell him those cards cost only $2.50 a 
hundred. Since I cannot make the 
change, I owe him another card.” 

He took it in. 

After a few moments the door flew 
open and out flew Simmons. ‘What 
do you mean?” he shouted. 

“Merely this, Mr. Simmons. You 
sent for a man to come and see you 
and I’m here. And this is my recep- 
tion. 

“Your company does a big business. 
The output of your factory is sold by 
your salesmen. Every cent that your 
company makes is made on the orders 
taken by your salesmen. Now if they 
were given the reception when they 
call on the trade, that I’ve been given 


here, your company would go to the 
wall quicker than ‘seat’.” 

Then I returned to the hotel. 

The next morning I found the order 
from Simmons awaiting me at the 
desk. 

[ bundled up Mr. Order and _ re- 
turned to see him. 

“Good morning,’ he replied cor- 
dially. “Did you get my order?” 

“Yes, but I’m not turning it in. If 
you handed me that order to soothe 
your conscience, or simply to smooth 
matters over, | don’t want it. But if 
vou have placed this order with us, 
because you are convinced that we can 
supply vou with better materials than 
you can get elsewhere—your order 
20es. 

“TH leave the order with vou. And 


after thinking the matter over, if you 








Let George do it. And George H. 
Carnoll, sales manager, Frank H. 
Stewart Electric Co., Philadelphia, Pa., 
has plenty to do, too, to look after all 
his customers and his force of salesmen 
and at the same time look after his 
many other duties. George thought this 
was a good looking post so he leaned to 
one side to make room. 














conclude that you are justitied in piac 
ing the order with us, all right.” 
Then I said good-bye and left. 
Upon my return three days later 
the order was there. 
And every order from them since 
that time—and there have been many 
has come marked, “Special atten- 
tion of Mr. Canton.” 


* * * 


ERE’S one on Brown. Brown 

was representing the R-C Elec- 
tric Supply Co. The sales manager 
of the R-C is a stickler for system 
and advice. Every month he writes 
his foree instructing them to watch 
out for addresses. “‘See that all our 
letters are correctly addressed” is his 
postscript. 

Harvey and I met Brown on the 
Kast bound train one morning. 
Brown was in a pickle. He chose to 
make us his confessors. “Don’t ever 
get your wires crossed,” he cautioned. 
“T did and I’m in a deuce of a fix.” 

“Wrote my girl last Monday and 
told her about the big time I was hav- 
that Busi- 
ness took a notion to interfere with 
pleasure but I’d put a stop to that. 

“Then I turned and wrote the 
House that business was dull and that 





ing at the firm’s expense 


I was having my own troubles com- 
forting irate customers on the delicate 
matter of shipments, ete. 

“Well, my girl got the letter to the 
House—TI didn’t care so much about 
that. 

“But the other letter—Help! Just 
got a wire from the manager to report 
at once. 

“In the name of the Lord, what 
shall I do?” 

“T’m not Him,’ broke in the un- 
sympathetic Harvey, “but you sure 


do need His help.” 


* * * 


OU wouldn't buy a suit from a 
salesman who couldn’t tell you 
whether it was all wool or cotton, 
would you? 
So likewise you wouldn’t buy sup- 
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The last 


word in the 





develop- 
ment of this 
household 
necessity 
is theKEY- 


STONE 
IRONER. 








VERY housewife craves an ironing 
machine. Womanlike, she is timid 
regarding the operation of anything 

in the nature of machinery. Other house- 
hold labor-saving electrical appliances 
have acquainted her with the motor so 
she has now lost her fear of motor-driven 
devices. That was accomplished by con- 
fining the operation to the simple turning 
of a switch. 


Now you have an ironing machine with 
the ‘‘engineering”’ taken out. 





The Keystone lroner 


—‘“‘Kasitest to Operate’— 


Putting the 
work on 
the motor 
instead of 
the opera- 
lor is the 
Happyldea 
oftheKEY- 
STONE. 














HE Keystone Ironer is the only ironer 
on the market that with a slight 
pressure of the foot automatically 

moves the roll forward and puts the ma- 
chine in operation. Another slight pres- 
sure of the foot releases the roll which 
automatically moves back and stops re- 
volving. Both hands free at all times to 
handle the goods being ironed. Could any- 
thing be more simple? 


It sells itself to the housewife. That's why 
you will find your dealers easy to line up. 


For further particulars write the 
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plies from an electrical salesman who 
didn’t know his line. 

“Oh, I don’t know,” smiled Jones. 
“Let's take the first proposition first. 
I was in talking with the buyer for a 
woolen jobber one day when a young 
fellow bolted in. 

“Mr. Perkins?” he asked, looking 
from one to the other. Perkins re- 
plied, “Here.” He said, “All right, 
my name’s Green.” 

“T sell woolens. I don’t know a 
damn thing about woolens, but 
there’re my samples and here are my 
prices—look ’em over.” 

He was a likable fellow. 

“Well, Green, I don’t need any 
woolens, but I know woolens when I 
see ’em. Tell you what I’ll do. I’m 
willing to go over your samples—give 
you the benefit of my experience—tell 
you how other fellows who know 
woolens sell em.” 

“Well if you'll do that I’m your 
friend for life,’ spoke up Green. 

So Perkins began. He picked up 
piece after piece and discussed pat- 
tern, weave, weight and quality. 

Finally he came to a piece. He 
looked it over carefully, rose and took 
it to the light to examine it more thor- 
oughly. 

Then he returned. ‘‘Now here’s a 
mighty fine fabric,” he replied, still 
studying it intently. “What's your 
price on this?” 

Green took out his list, ran his pen- 
cil up the column and replied, “95 
cents a yard.” 

“T’ll take two bolts of that,” he re- 
plied, and before he got through he 
had made up a nice little order. 

I saw Green the next morning on 
the train. He came over and sat down 
beside me. “Say, that was a nice lit- 
tle order you got out of Perkins 
yesterday. Did you give it to him 
straight?” 

“Well, the facts are,’ replied 
Green, “I sell woolens and I don’t 
know a thing about ’em. So I con- 
cluded if I’d put the proposition 
straight three men out of five would 
look over the samples I’d tumbled out 

~and they do.” 

“But is it good business?” I asked. 


“Look here,” he replied, taking out 
his price list, “there’s the piece I sold 
him at 95 cents and here’s the price.” 

And on looking I discovered that 
the selling price was eighty-three and 
one-half cents. 

* * * 
ERE’S a good one. These 
birds have a lot to learn about 
advertising,” Collins remarked, then 
read from the pages of an electrical 
magazine how one contractor adver- 
tised: ‘Expert Wiring Done Here.” 

“Not so bad,” remarked Thomas, 
“but I remember one I saw down in 
West Virginia. It was more specific. 
It ran: ‘Have Your Residence Wired 
Right Here’.” 


* * 


CROWD of us were sitting in 

the lobby of an Eastern hotel 
one night,” Johnson remarked, “en- 
gaged in straightening out “Things as 
They Are,’ when Billings remarked 
that his big job was to keep customers 
satisfied on deliveries. ‘Delivery,’ he 
defended, ‘is something that we have 
no control over.’ 

“A National League pitcher who 
had been listening in on us broke in 
with, ‘Say, I wish you'd slip over and 
tell that to my manager’.” 

* * * 
AD a letter from my kid the 
other day, replied Jones. Says 
he’s going to be an electrical salesman 
like his dad—if he doesn’t become a 
great ball player instead. 

“Dear Dad: Hurry home, there’s 
a big job in Chicago for wide awake 
fellows like us.” 

And he sent me this clipping. 

“What the Cubs need is a new bat- 
tery, a few live wires in the outfield 
and a new set of fans in the bleachers. 

“This looks like a good thing.” 

* * * 

N spite of the fact that every day 
i is not Thanksgiving Day, salesmen 
will pull bones. 

Smith of the (I won’t mention the 
company) had “some” approach. I 
heard him only once. 

He went up to the buyer. 

My name’s Smith. I’m with the 
, have a cigar. 





The buyer had a keen sense of 
humor. ‘No, thanks,” he grinned, “if 
it’s all the same to you, I’ll take a 
vacuum sweeper. Janitor complains 
about the cigar ashes around my 
desk.”’ 

* * * 
OTSKY sold electrical supplies 
in Pittsburgh. He was a hus- 
tler so his commissions ran_ high. 
Now he is in business for himself. 

One day I asked Harris about 
Kotsky’s prospects. I knew he was 
a good salesman, but I wondered if 
he could make this go. 

Keeping Kotsky down is like sup- 
pressing a giggle when a cat walks 
across the pulpit in the midst of a 
downright serious sermon. 

Let me digress a moment and relate 
an incident that I got from a Certified 
Public Accountant the other day. 


A few months ago he was helping 
audit the books of a down-town bank. 
When they came across a $1000 Lib- 
erty bond with a $10 loan against it, 
they were curious to know why a 
$1000 bond with a $10 loan against it 
should lie unredeemed for a year. 
They made an effort to find out. 
After using up $10 worth of the 
bank’s money they were still at sea. 
Finally they called in the cashier and 
asked whether he could solve the 
puzzle. 

He laughed, “Why, yes, I remem- 
ber distinctly, one morning about a 
year ago, a man dropped into the bank 
and asked how much a safety deposit 
box would cost him. I told him $5 
a year. He thanked me and left. In 
a little while he returned bearing a 
$1000 Liberty bond. ‘Say will you 
lend me $10 on this bond?’ he asked. 

“It was good security so we told 
him we’d be glad to. He took the 
ten and left the bond. He hasn't 
been back since.” 

See the point. Safety deposit pro- 
tection for his $1000 bond cost him, 
not five dollars a year, but only sixty 
cents. 

That’s the story, replied Harris. 
Pretty shrewd business. Oh, yes I 
guess he’ll make out all right for the 
fellow who did it was Kotsky. 








next one you hear. 








about the boys in the trade. 


HELP us make this department of maximum interest. We want true stories 
If humorous—so much the better. Send in the 
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Dealer 
Knowledge 


THERE are many points of superiority 
about H & H” Switches and “Paiste” 
Wiring Materials that are well-known 
to users but not always seen by the 
dealer. The devices listed in our catalog 
are so many and varied that he often 
does not get the selling points on each. 


He does know that the line is complete. 
He gets that, but it rests much with you : 
and with us to explain the selling points 
of individual articles) And the more 
often you explain, the bigger the return. 


Details of the selling points of “H & H” 
Switches will be found on page 5 of our 
catalog. Send for pamphlet, “Switchics”. 


THE HART GcHEGEMAN MEGCo. 
Hartford, Conn. U. S. A. 


“He H” 


. SWITCHES — 
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Supposing your House furnished 
you with a pad of notices that read 
something like the form suggested be- 

low. Supposing a 
Advance Call week in advance 
Notices of your calls you 
sent into the 
House a bunch of these notices filled 
out and that a wide-awake advertising 
department threw a direct barrage 
ahead of your call. Would it help 
you? Take it up with your sales 
manager. 

The protectograph people have put 
this kind of sales helps over in a big 
way for years. General circularizing 
falls like rain often on the just and 
unjust. But the above method goes 
in ahead of your call and introduces 
you and your line. Of course it 
means that you must chart your work 
a week in advance—which will hardly 
appeal to some! 

Salesman 
I expect to call on 


Date 
He is a prospect for 


Kindly circularize ahead of my call the 
week of 
* 

Gentlemen, the market for elec- 
trical devices hasn’t even scratched us 
yet. 

In the next ten 
Appliances for Years it's going to 
Farms behoove the con- 
tractor - dealer to 
get out of the city into the open 
stretches to get the business, and if 
Miss Florence E. Ward of the United 
States Department of Agriculture 
knows—and she ought to, after the 
extensive survey she has engineered— 
the farmer is a live prospect. 

“How are you going to keep them 
down on the farm after she’s seen the 
city?” This question prompted the 


survey. 
This survey covers 10,015 typical 
farm homes in 33 northern and west- 


v 








ertinent Sales Facts and 


Figures 


bo A 





ern states, and in the opinion of Miss 
Ward and other specialists of the de- 
partment, proves conclusively that the 
waste of woman power is one of the 
greatest menaces to the rural life of 
the nation. 

With home life on the farm one con- 
tinual round of drudgery, it is only to 
be expected that the alert young 
woman should long for the greater 
comfort of life in the city, and the 
widespread shortage of farm labor is 
eloquent proof of the fact that the 
attractive young woman, city-bound, 
is drawing the capable young man 
after her. 

Here are a few of the reasons, as 
disclosed by the survey, why many 
women find farm life unattractive: 

The working day of the average 
farm woman is 11.3 hours, the year 
round. In summer it is 13.12 hours. 
Eighty-seven out of each 100 women 
have no regular vacation during the 
vear. Half of the farm women are 
up and at work at 5 a. m. 

Forty per cent have water in the 
kitchen, but the other 60 per cent 
must carry it from the spring or 
pump. Thirty-six per cent help with 
the milking. Seventy-nine per cent 
have kerosene lamps to trim and fill. 

Ninety-six per cent do the family 
washing, about half of them having 
washing machines and the other half 
using the old fashioned tub, wash 
board and boiler. Ninety-two per 
cent do some or all of the family sew- 
ing. Garden work is done by 56 per 
cent. 9 per cent make the family 
bread and 60 per cent have churning 
to do. 

Kighty-one per cent of all poultry 
flocks are cared for by women. One- 
fourth of the farm women help to 
feed and bed the livestock and 24 
per cent spend more than six weeks 
in the vear assisting with some part 
of the field work. All of this is in 
addition to cooking the family meals 
and caring for the children. 

A large part of this wastage of the 
energy of the nation’s rural home- 


makers, Miss Ward points out, could 
be prevented by a reasonable amount 
of planning and well-directed invest- 
ment in modern equipment for farm 
homes. 

“This is a serious matter,” she con 
tinues, “because we have a live na 
tional problem now in working out 
the economics of country living in 
such a way as to make them satisfied 
to stay on the land and help build it 
up. Perhaps the greatest factor in 
bringing this about will be the 
healthy, alert and expert home maker 
who will see to it that part of the in 
creased income from the farm goes 
into improvement of the home.” 

Application of modern _ business 
principles to the farm home, Miss 
Ward believes, would lessen the farm 
woman’s working hours, lighten her 
labors and add to her contentment. 
Many farmers whose barns are models 
of efficiency and whose agricultural 
implements left nothing to be desired, 
frown on the slightest expenditure to 
modernize their homes. 

Running water for the 61 per cent 
of farm women who now carry it: 
bath rooms for the 80 per cent who 
have none; modern lighting and 
heating systems; power-driven wash 
ing machines; patronage of the cream 
ery and abolition of the churn are a 
few of the remedies, which in the 
opinion of the department experts. 
would take away the drudgery which 
is now the lot of the farm women, and 
make them more ready to stick to the 


soil. 


Why not make a note of these slo- 
gans and pass them on to your dealers 
they can use them for window card 
or perhaps only 


Pertinent counter talk. 


Slogans The slogan 

alone in this copy 
should put many a washer in the home 
that is waiting for it: “Don’t be a 
washing machine—buy one.” Of 
course you can finish a whole week’s 
without rub- 





washing in a whole day 














THE JOBBER’s fA] saLesmaAn 33 


Maintenance Features of ABolites 





The ABolite reflector with 
the AB holder socket makes a 
lighting unit which is easy to 
clean. The shade is detached 
from the holder socket by 
merely compressing the 
copper-clad steel spring 
which holds the two 
together. 













In a large plant the main- 

Bes | tenance of the lighting system 

2% s is a problem as well as an ex- 

Hams ies pense. This exclusive ABolite 

eae feature reduces the mainte- 
nance cost to a minimum. 


Let our representative give 
you further details. 


ADAMS-BAGNALL ELECTRIC CO. 
CLEVELAND 


Chicago - - 29 E. Madison St. 


\/anufacturers of 


ABOLITE REFLECTORS—Four types 
of reflectors; RLM, Shallow Dome, Deep 
3owl and Angle Bowl—furnished inter- 
changeable with three types of holders 
and three additional types of one-piece 
neck construction—for Industrial Plants, 
Sign Illumination, Show Windows, Road- 
ways, Sidewalks, Yardways, Garages, etc. 





Small Motors—Gyro Fans 
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bing holes into all the clothes or even 
breaking your back entirely in half. 

But—the electric machine can wash 
those clothes cleaner than you can, in 
about half an hour, and do it so 
gently that they will last five times 
longer than if you rubbed them on a 
board. 

You were made for other purposes 
than washing clothes. But the ma- 
chine wasn’t. It was made solely and 
simply to wash clothes in the quickest, 
most thorough and economical way 
possible. 

Save your strength for the home 
duties that no machine can fulfill. 

There’s an appealing sales sugges- 
tion in this to the woman who has in- 
timate knowledge of the cerulean 
Monday: 

The electric washer habit brings 
the smile that won’t come off, and 
there’s a reason—it takes blues out of 
blue Mondays, makes time for play, 
saves money, temper and clothes. 

Anything that suggests cost reduc- 
tion certainly carries selling value: 

Cut down the high cost of clean- 
liness. 

You know the high cost of cleanli- 
ness by the laundry or the laundress 
—not only the immediate cost, but 
the high cost in wear and tear, in loss 
of garments, in irritation caused by 
damage and expense. 

Installation of an electric washer 
in your home is one certain way to 
reduce the cost of cleanliness to the 
minimum. 

Electric Sweepers 

Most women would find it difficult 
to resist the impulse to buy when 
some of this argument sinks in: 

Don’t make the mistake of so many 
young brides and become a mere 
drudge of a housekeeper. There is no 
use in making home attractive if clean- 
ing drudgery robs you of your per- 
sonal attractiveness. 

Get an electric cleaner for your 
helper and you will preserve those 
lovable qualities which first attracted 
vour husband to you. 

The electric sweeper cleans and 
purifies through and through. Rug- 
wearing, mother tiring, health-menac- 
ing dirt cannot stay in the same house 
with it. 

Electric sweepers make rugs, cur- 
tains, draperies, wall paper, etc., last 
twice as long by dustlessly removing 
all destructive grit and dirt from the 
household. They end carpet-cleaner’s 


bills. They reduce house-cleaning 
bills. They lessen doctor bills. They 
save money, time and strength. Can 
you afford to be without one? 
Electric Grills, Toasters and 
Percolators 


What could be more pleasurable 
than to gather about the breakfast 
table and prepare most of the meal 
right there while you’re all together? 

Percolate your coffee in the electric 
percolator—it’s different and it’s bet- 


ter than coffee made any other way. 


This percolator, too, is an ornament 
to any table. 

Have your toast just the way you 
want it—that golden brown you love 
—tasty and piping hot. This you can 
always have with the electric toaster. 

You even cook bacon and eggs at 
the table on the electric grill. This 
way everything is served fresh and 
hot, with no fuss or trouble of running 
back and forth to the kitchen. 

Electric Irons 

Don’t be a slave to the iron. 

Why spend endless hours ironing 
until your back seems broken and you 
are “allin.” Such toil wears out your 
very strength. It is not a woman’s 
job—it’s work for a power machine. 
Now comes a new way—the easy way 
—with an electric iron. 

* * * 

This isn’t free publicity, as the 
writer never heard of the device de- 
scribed below. It happened like this. 

Left with two 
A Unique hours on his hands 
Window in Cincinnati, the 

writer started up 
town with one purpose in view and 
that was to discover the best electrical 
window display in town. He passed 
several that looked just like any other 
in any other town from Maine to 
California—a crowded window show- 
ing a thousand and one devices, fans, 
sockets, vacuum cleaners, Mazdas, etc. 

Turning up a side street he noticed 
a crowd in front of a small display 
window. It was The Electric Shop. 

Here is what attracted the crowd. 
The window was inclosed and filled 
with about four bushel baskets of fine- 
ly cut crimp paper—white to resemble 
snow. The floor of the window con- 
tained twelve Western Electric fans 
of several sizes and _ styles—both 
gyrating and stationary. The fans 
in motion drove the artificial snow 
helter-skelter about the window thus 
attracting attention because it was in 


motion and because it looked cool and 
refreshing. 

Going into the store the writer in- 
quired as to the sales results of the 
display. A salesman said that they 
were featuring a new device—which 
occupied the center of the window— 
known as the Claxo. It was a com- 
bination fan and heater, the principal 
feature being that the fan blew all the 
air through a water-soaked wick thus 
humidifying it and lowering the tem- 
perature several degrees. The ex- 
haust contained a receptacle for plac- 
ing menthol which can be blown or 
sprayed into the air for colds and 
asthma. 

Sell any? Well, yes, all out of 
stock in a month! 

* * * 

The Addressograph Company have 
discovered that the average number of 
calls by salesman is 13.24 for each 

order received. 
Selling Among salesmen 
Costs who sold’ Ad- 

dressographs for 
one year the average total number of 
calls was 1229.6. The average num- 
ber of orders taken during the same 
period was 93.6. The average cost 
of each call was $6.23. In other 
words, each order cost on an averag : 
$83.48 in salesman’s time and effort. 
The company points out the waste of 
time making fruitless calls and in 
making “repeat calls.” 

What would it cost you to sell an 
electric cleaner or washer if 13 calls 
were required? Have vou ever figured 
out how many calls, on an average, 
are required? 

Perhaps you will be startled! 

> . * 

Jobbers’ Salesmen selling automo- 
tive electrical supplies will do well 
to start hunting out dealers who are 

located near small 
Summer lakes and summer 
Needs resorts for the 

purpose of _ re- 
minding them that the motor boat bug 
is again abroad. Launches and power 
boats of all kinds usually receive a 
thorough overhauling in the spring. 
Many of them will need new batteries, 
coils, engine wiring, lighting outfits, 
flashlights, etc. Then, too, the owners 
of these various boats will undoubted- 
ly purchase camping outfits in large 
numbers. , Electric camping lanterns, 
batteries and lighting outfits will be 
desired. 
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UNIVERSAL 


Heater Cord Set 


For Over-the-Counter Sales 





~~ 


A new piece of quick-moving, profitable 
shelf merchandise for jobbers and jobbers’ 


salesmen. 


Attachment Plug Universal Appliance Plug 
7-ft. Rockbestos Heater Cord 
Connected and packed in attractive 3-color package 
Here is the opportunity for the jobber to solve 
the problem of how to quickly and profitably 
render the dealer real service on heater cord 
renewals for appliances. 


This one package answers al] demands for ai! 


Fi ts @NY makes of appliances. 


Socket Now you can get complete sets and sell them 
at a known profit. 


Saves Sales Cost, Saves Time, 
Pleases Your Trade 


Get them—tell your dealers about 
it—they sell quickly. 


This is the first time that you have been en- 


+ abled to meet this big existing need in a con- 
Fits any ; 


structive, paying way. 


Ap favice Marlin-Rockwell Corporation 


Insulated Wire Division 


Ter, minal New Haven, Conn. 
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July is the month to catch the June 
bride—when she is beginning to think 
about home and settling down. The 

Beltzhoover Elec- 
Selling the tric Co., of Cin- 
Bride cinnati, think so, 
any way. 

Their window was trimmed the lat- 
ter part of June to attract the atten- 
tion of the young women getting 
1eady to keep house. Vacuum clean- 
crs, grills, toaster stoves, fans, elee- 
iric irons, warming pads, immersion 
water heaters were displayed attrac- 
tively. In the center a large card 
read: 

“When the June Bride Furnishes 
Her Home.” 

Listed below this caption were the 
names of the devices she would need 
with the prices featured? While the 
writer stood and analyzed the win- 
dow, three young couples stopped to 
see and discuss the devices. 

* * * 

Garnett Young, president of Gar- 
nett Young & Co., has collected some 
interesting statistics from @alifornia 

on the objective 
Wiring for us to keep in 
Statistics mind in getting 

the contractor to 
analyze the business opportunities in 
his own locality. 

We want, beginning immediately, to 
reach the owners of all old homes 
(whether the owners happen to be 
landlord or actual occupants), and in- 
duce them, in cases where the prem- 
ises are not already wired, to get busy 


with a complete installation and, 


where the premises are insufficiently 
wired, induce them to install extension 
outlets. The Housing Commission's 
figure on the number of old homes in 
this state is 650,000. Permit us to 
present some calculations as to busi- 
ness lost by the contractors on old 
homes and business which may be had 
from homes yet in prospect if the 
game is worked right. All these fig- 
ures deal with convenience outlets 
only and eliminate outlets for illumi- 
nation. 


Old Homes 
Old homes in California........... 650,000 
Average number of convenience 
outlets, 1 at cost of $2.00........$ 1,800,000 


Convenience outlets required 

under plan, or 20 at $2.00........ 26,000,000 
Business lost by not planning 

for convenience outlets............ 24,700,000 
Number of new homes required 

PRR RING = hecree 2 tes ts he 130,000 
20 outlets at $5.00 each.............2:$18,000,000 
Less old average of 1 outlet at 

Oe. | eek been ti ae 650,000 


Possible additional business’ to 

contractors under convenience 

Outlet: plan 12,350,000 

New Homes 

Surely the story told by:these fig- 
ures as to business already lost should 
sufficiently jar the contractors and the 
rest of us into unified action. Do we 
hear someone comment that all this 
sounds fine for the contractor, jobber 
and the manufacturer of wire, con- 
duits and schedule material, but how 
do we know that all of these outlets, 
if installed, would be utilized in serv- 
ice, and if not, where does the manu- 
facturer of heating devices and other 
appliances profit, and where is the 
central station assured of any in- 


i 








H. B. (Happy) Haviland, Northern Ohio representative, George Worthington Co., 
Cleveland, O., is all set for a clean-up week. Happy received his nickname because 
he’s an optimist, one of those fellows you can’t discourage and who always looks 
cheerful. Hap was afraid of the camera but he said if we'd take a picture of the 


car, too, we could try it. So here we are. 


creased load? Well, we have the au- 
thority of the “Society for Electrical 
Developmen.” for the following per- 
centages: In homes not equipped 
with convenience outlets, appliances 
lving idle on shelves—60 per cent; 
homes provided with convenience out- 
lets, appliances in actual use—97 per 
cent. 

Going further with local estimates 
in combination with Housing Commis- 
sion figures, we come up against the 


tollowing on appliance sales: 
Average value of appliances in 


ime yin bie Bi yes eet a Te ba) 15¢ 
Possible value when the elec- 

trical idea is instilled........... “3 750 
650,000 homes at $150, or value 

appliances in old homes.......... 97,500,000 


650,000 homes at $750 possible 
with 20 convenience outlets 
CRC” scscccmetesiiiiaieanet... 487,500,000 
130,000 homes at $150 value 
appliances in new homes if 


onty 1 ouplet:......-.....:.29b4.. . 19,500,000 
130,000 at $750 possible with 
20: convenience outlets............ 97,000,000 


Gentlemen, is the game big enough 
to have our attention? Does it hold 
out promise of stupendous business 
for each branch of the industry? If 
you think the estimates are crazy, 
then cut them in half. Is the remain- 
der still worth while? Shall we be 
content to realize that this field is 
here and still not exploit it by other 
than the meagre methods employed in 
the past? If these figures are worth 
anything at all they demonstrate that 
the possibilities for our industry by 
exploiting the complete wiring of 
homes utterly dwarf the possibilities 
to be expected from any other kind 
of drive. 

x & * 

Here is a stunt that a jobber sales- 
man can use to advantage. Last week 
a postal card came to the writer's 

desk and on the 

A Unique, back ofthe card 
Card was typewritten: 
“Page 44 of 

this week's Saturday Evening Post 
contains an item of interest to you.” 

It certainly aroused my curiosity 
and that evening I hustled around and 
bought a copy of the Post. On page 
i4 appeared the page advertisement 
of a prominent machinery company— 
which I read through and have re- 
membered. 

If a jobbing house is seeking to 
realize on the value of the advertising 
being done by manufacturers whose 
line they handle, it would be effective 
for the House to send out these cards 
to their trade. 
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(7) This Data Book (f) 
Will Make Sales For You 


ALF the selling battle is knowing what you are talking about. 
And it is our half of the job to give you the necessary facts to answer any and all ques- 
tions fired at you about ‘Circle T’’ Trumbull Safety Switches. 
We have prepared a special bulletin for your use which does just this. A mighty handy little 
book it is, too. Your copy is waiting for you to say, “] want the dope.’” Just write this on a 
postal and shoot it to us, please. 


THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 


New York Chicago San Francisco Boston 
114 Liberty St. 40 S. Clinton St. 595 Mission St. Philadelphia 











Extract from data book 
(page 6) showing details of 
“‘Circle T’’ construction. 


1 “Built up” contact jaws 2 Safety Catch 3 Hinge rivet is upset—canr 
(See page 5) (See page 4) loosen 
4+ Can be locked open 5 Ample room for running 6 Quick Break 
7 Knock outs—ends and sides wires 8 Pin with which catch oper 
ates. (See paragraph No. 2.) 
Reference numbers of pages refer to data bulletin. Get your copy for full information. 
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MINA 


What Do They Do? 


Gather ’round, ye Job- 
bers’ Salesmen and 
listen to a question— 


Are your dealers mak- 
ing good on the helps 
Benjamin is offering 
them through you to 
double sales on elec- 
trical conveniences? 


Here’s a wonderful win- 
dow trim and counter 
display idea you can 


pass along to them. 


The material is all 
ready to set up—we 


handle all the details of 


getting the material out. 





BENJAMIN 
PRODUCTS 
The following are divi- 
sions of Benjamin 
products on which we 
will be glad to send 
information: 
Industrial Lighting 
Division 


Electrical Division (in- 
cluding Benjamin 
Two-Way Plug) 


Enameled Products 


Division 
dQ Starrett Panel Board \ 
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If you want any more information, write to the ’ 
Advertising Department 806 W. Washington Blod.. Chicago E 


BENJAMIN ELECTRIC MEG. CO. 


Factories: Chicago and Desplaines, Ill. 
Sales and Distribution Offices: 


247 W. 17th St., New York 806 W. Washington Blvd., Chicago 
580-582 Howard St., San Francisco 
Benjamin Electric Mfg. Co. of Canada, Ltd., Toronto, Canada 
The Benjamin Electric, Limited, London, England 


Makers of Things More Useful 





MMMM 1 
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The big booklet showing this material is a 
fine example of printing in colors, but you 
really ought to pack a set of samples. 


e Quality Plug 


“Fry Wired Home Needs Thro Moe” 








There is always an opportunity Every one ot these ideas is prac- 
to talk the things that interest ticable —it’s really easy when you 
a dealer with a lead like this. know how—get the facts. 


_ 
BHAA 
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Jobbers Gather at 
Lamp Convention 

To create a_ better co-operative 
spirit and to enable its agent-jobbers, 
jobbers’ sales managers and salesmen 
to have a better understanding of how 
lamps are manufactured and sold the 
Westinghouse Lamp Co., 165 Broad- 
way, New York City, held a three 
day conference at the company’s main 
plant in Bloomfield, N. J., on June 
23, 24 and 25. Another purpose of 
the convention was to give the West- 
inghouse lamp jobbers first hand in- 
formation concerning the marketing 
and development of new fields for 
incandescent lamps and to enable 
them to become acquainted with the 
personnel of the Westinghouse Lamp 
Co. From this personal contact and 
association an added spirit of fra- 
ternity prevailed throughout the entire 
three days of the convention and 
especially at the banquet that was 
held in the Robert Treat hotel, 
Newark, N. J., on the evening of 
Thursday, June 24. The morning of 
the first day, Wednesday, June 23, 
was taken up by an address by W. T. 
Blackwell, assistant commercial engi- 
neer, on “The Aims and Purposes of 
the Jobber-Agents Lamp Managers 
Meeting’ in which he outlined the 
aims of the meeting and some of the 
things it was hoped would be accom- 
plished therein. An address by Samuel 
A. Chase of the Westinghouse Elec- 
tric & Manufacturing Co. was _ post- 
poned on account of the serious illness 
of Mr. Chase. In the afternoon, 
Elliot Reid, sales manager, A. R. 
Dennington, H. S. Dunning and Dr. 
B. E. Shackelford addressed the 
assembly. Mr. Reid outlined the sales 
policy of the company and_ talked 
upon the present situation in the lamp 
industrv: Mr. Dennington reviewed 
some of the new developments in the 
manufacturing of lamps: Mr. Dun- 
ning talked upon the importance of 
testing lamps in order to maintain 
quality of the product; and Dr. 
Shackelford treated very interestingly 
upon the research work done by the 





company. Thursday morning, June 
24, was given over to talks by S. G. 
Hibben on “Industrial Lighting as a 
field for Business Building,” W. G. 
Briggs on “The Functions of the B 
Agents and Developing a_ Distribu- 
tion System” and E. J. Nelson on 
the “Value of the Service Record.” 
After a hearty luncheon F: M. Wicks, 
general superintendent, gave a short 
summary of the history of the West- 
inghouse Lamp Co.; G. E. Clark 
traffic manager, spoke on the “Lamp 
Transportation Situation,” telling of 
some of the express and freight con- 
ditions. Mr. Bellomy of the Erickson 
Advertising Agency, New York City, 








Fellows, meet William <A. Peterson, 
who for 28 solid years has been a travel- 
ing salesman for the Pettingell-Andrews 
Co., 160 Pearl street, Boston, Mass. Mr. 
Peterson takes pride in pointing to the 
tablet which says that on this spot for- 
merly stood Griffin’s Wharf on which 
took place the memorable Boston tea 
party. There are no rainy days in the 
Pettingell-Andrews organization for Mr. 
Peterson who has given up his job on 
the road devotes his entire time to 
spreading sunshine throughout the house. 
His presence is always a signal to smile 
and be cheerful. 





said some interesting things about 
merchandising and advertising and 
their relations; and W. T. Blackwell 
told “How the Commercial Engineer- 
ing Department Can Aid the Lamp 
Agent.” In the evening the banquet 
was held through which permeated 
the spirit of good will between jobber 
and manufacturer. Friday morning, 
June 25, was devoted to a trip through 
the plant under the guidance of F. M. 
Wicks. Following the regular noon- 
day luncheon in the company’s restau- 
rant, F. W. Price, advertising man- 
ager, told “How to Use the Advertis- 
ing Service”; C. Beard discussed 
“Merchandising Incandescent Lamps 
and Handling Lamp Stocks’’; and, 
after an inspection of lamp exhibits, 
the convention adjourned sine die 
with all those present feeling as 
though they had just spent three of 
the most interesting days of the year. 
One of the outstanding features of the 
convention was the discussion of serv- 
ice records and the general agreement 
that an adequate system of records 
should be maintained in order to in- 
sure at all times a stock of lamps of 
standard voltage and wattage and to 
prevent overstocking. By preventing 
overstocking all agents are assured of 
better service with more equality in 
distribution. It was also proposed 
that a study of warehousing facilities 
be made in order to put into practice 
» more economic warehousing scheme. 
These points. it was emphasized, 
should be impressed upon the agent 
or dealer. Jobbers’ sales managers 
and salesmen from all parts of the 
country were in attendance. 
* * * 

A Hint for 
Northern Cities 

Keeping the radiator of his parked 
car from freezing is the least of 
troubles to the autoist of London, 
Ontario, says the Popular Mechanics 
Magazine. By paying a fat fee for 
the season he obtains a key which 
unlocks the covers of electric sockets 
attached to terminal boxes, mounted 
on posts at frequent intervals along 
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Mechanically and Electrically Perfect 


p & S Decorative Material 
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Ready to use on arrival—the streamers are 500 feet long and are furnished 
with Porcelain or with Molded Mica Sockets and spaced front 5 inches to 30 
inches on centers. 

Each Socket is Soldered and Waterproofed when attached to the wires 1D 
our factory and every good lamp will light. 


Sizes Carried in Stock 


The 12, 18 and 24 inch spacings are regularly carried in stock but urge your 
trade to ANTICIPATE THEIR REQUIREMENTS because the orders 
come thick and fast, so be on the safe side. 


Where to Use This Material 


For Temporary or Permanent Illumination in Street Lighting, 
Parks, Campus or Lawn Decoration; Street Fairs, Carnivals, 
Conventions, Old Home Week, Circus, Fair Ground or 
Resort Lighting. 








It’s easy to get quick and it’s right when it gets to 
you. Be sure to order in time because it’s bet- 
ter to be sure than sorry. Write for a free 
Sample and be ready next time. 


Rent it to the Town or 
Society—Y ou'll double 
your money. 


It pays to keep it ready 
for use—Other contrac- 
tors do it at a profit. 





Suspension Cleat 


PASS & SEYMOUR, in. Solvay, N.Y. 
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the streets of the city. A small elec- 
tric heater with a long cord is carried 
in the car and connected to the street 
box by simply inserting a plug. Not 
only is the car’s circulatory system 
safeguarded, but its interior is kept 
comfortable during the owner’s ab- 
sence. 
% % 

Many Danish 
Farms Electrified 

Many are the inquiries regarding 
plans for extending high-lines to 
farmers and many are the plans that 
have been advanced. Judging by a re- 
cent report from Denmark on this 
subject it would seem that jobbers’ 
salesmen might look to the Danes for 
lem. In the report it was stated that 
the most logical solution of this prob- 
in Denmark there are more than 300 
co-operative societies for the supply 
of electric energy, one of which has 
3000 farmers on its lines. An in- 
stance of a typical farm of 800 acres 
was cited on which work, formerly 
taking 16 men, four boys and 10 
horses, is now done with nine hands 
and one horse. This improvement can 
probably be even more easily effected 
in the United States than Denmark, 
because of the inflated pocketbook of 
the American farmer, and his being a 
higher class and more educated man. 


It is a matter of salesmen’s getting the 
farmers together and putting the right 
plan up to them properly. Although 
diversined plans have been advanced, 
most of the trouble has been in finane- 
ing with a consequent shifting of re- 
sponsibilities. The Service Certicate 
plan, drawn up by one large manufac- 
turer of outdoor sub-station equip- 
ment, seems to be a practicable solu- 
tion and if studied would undoubtedly 
be found beneficial to both salesmen 
and farmers. 
* * +# 

Big Loss in Lamps 
Preventable 

Carelessness and thoughtlessness in 
the care of lamps and theft have 
caused many industrial plants consid- 
erable loss every year. One large con- 
cern estimated that almost 20 per 
cent was lost in incandescent lamps 
by preventable breakage and theft. In 
this firm’s plant artificial lighting was 
used on an average of 18 hours per 
day, 365 days a year, and there were 
2865 sockets. Assuming a_ renewal 
every 1000 hours, when the specific 
output of a lamp has dropped to about 
85 per cent, there would have been 
required in the vear, 25,393 lamps. 
Actually, however, there were about 
26,302 lamps drawn from the supply 
department. As there were some out- 














The lounge in the new permanent quarters of the Electric Club of Chicago in the 
Morrison Hotel. The club has a suite of very attractive rooms including private 
dining room, billiard room, card room, etc. ‘These quarters are the mecca for elec- 
trical men in the city and vicinity and a cordial welcome is extended to visitors. 
Paul W. Koch headed the committee that is responsible for the permanent home of 
the club. 





lets without lamps at the time of the 
survey and as renewals had not been 
made in some places after burning 
z0VU hours or more, it was estimated 
that the total loss of lamps was about 
5000. At the rate of about 60 cents 
per lamp, the total loss due to break- 
age and theft amounted to %3000 
per year. 
* * * 

New Employes Suffer 
Most Accidents 

Much has been said regarding safe- 
ty methods and precautions among 
employes holding more or less hazard- 
ous positions. On a chart recently 
submitted by the Narragansett Elec- 
tric Lighting Co., Providence, R. I., 
it was shown that employes of less 
than six months’ service have suffered 
35 per cent of the total number of 
accidents for the last five years. This 
figure demonstrates clearly the need 
for the new man to study the precau- 
tions and safety measures that are 
employed by the older men. Although 
this serves as a warning to foremen 
to caution new employes regarding 
any particular hazard in their work 
and against taking chances, plant 
executives should also be reminded of 
the necessity of affording all the pro- 
tection possible to employes by pro- 
viding adequate safety devices. Prope: 
illumination, too, though not a safety 
device plays a prominent part in the 
safety of workmen. 

* * * 

Commercial Electricity 
In Banking 

With the idea of domestic cooking 
established to a large extent, where 
central station rates make it practic- 
able electric baking is now taking a 
strong foot hold. A letter recently 
received from a large eastern city 
states that in that section of the coun- 
try commercial electric bake ovens are 
beginning to be installed by enterpris- 
ing merchants who are capitalizing 
on this advanced and improved method 
of baking by telling the public in fre- 
quent newspaper advertisements that 
theirs is the electric system. There is 
little doubt that commercial baking, as 
well as domestic cooking by electric- 
itv, will become more and more the 
common method than the exception, 
as it is at the present time. The gen- 
eral trend of all central stations in the 
East is to extend attractive rates to 
prospective customers for current to 
be used in baking and cooking, espe- 
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Electric Washing Machine ee 
The Standard of its Field 


‘In every line there is one type that 
stands alone, above the rest. It is 
the standard by which all others are 
judged. 








Years of satisfactory service and uninter- 
rupted progress in manufacture backed by a 
sound co-operative merchandising policy have 
established the Thor Electric Washing Machine 
as thé’Standard of its field. It is the most popular 
and widely used device of its kind. Every wom- 
an knows that Thors always give perfect satis- 
faction. 


Think what this reputation means to your 
dealers. Their customers know the Thor and 
they ‘want it. 


HURLEY MACHINE CoO. 


24 East Jackson Blvd. 
New York CHICAGO Toronto 
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You don’t worry about a 


BUSS FUSE 


This Buss Ferrule-Contact Renew- 
able Fuse gives unfailing protection. It 
blows when an overload menaces your electrical 














equipment—not whenever the fuse is weak. TING " 


Buss F. C. Renewable Fuses don’t weaken! They 


are so simple (only five parts) that every part can 





be made amply strong for repeated renewals, for extra 
long life. 


Simplicity, too, makes this fuse easier to renew — Nao 
than others. The cartridge, the link, two caps, and ae 
a washer make up the fuse. To renew, simply un- XN 
screw the caps, shake out burnt link, insert new one 
screw on caps—and it’s done. A matter of seconds 
through slotted end, fit washer over it at other end, 
only! Fingers are the only tools needed. — 


Buss Fuses are sure in protection and 
durable in service. They are an in- 
vestment—they LAST: D 











Ask a Buss Salesman (or write our 
nearest office) for our informative WZ * ea SA RMN 
new book on this fuse. It pictures ec 
these features that interest you. f \ = 





The Buss Ferrule- 


BUSSMANN MFG. CO. & a Contact Renewable 


Fuse is approved by 





























ST. LOUIS, MO. : the Underwriters’ 
New York 731 Broadway ’ Laboratories, Inc. 
Chicago 627 W. Jackson | 
San Francisco 509 Mission St. 
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BUSS FUSES are approved by the Underwriters’ Laboratories, Inc. 


Fuse Buyers Want 
Satisfaction 


Buss Fuses satisfy the keenest critic, be- 
cause they embody every feature of design 
and manufacture necessary to safe opera- 
tion, ease of renewal and long life. 
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You can sell more Buss Fuses than ordi- 
nary fuses, because performance is the 
hardest-hitting argument in the world. 
Buss performance is 100%—1in any sort 
of service. 


Buss features and advantages are described 
and illustrated in a wonderful new book. 


Write for your copy. 


Bussmann Mfg. Co. 
St. Louis, Mo. 





The opposite page shows. sss 
current BUSS advertising. 
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cially when the capacity of their gen- 
erating equipment is somewhat in ex- 
cess of the load on their system. Not 
only has the feasibility of electrical 
baking taken hold in the East but in 
other parts of the United States, as is 
evidenced by the springing up of the 
numerous different “systems” of bak- 
ing which, though operating under 
various names, simmer down to the 
one—the electric. All that remains to 
be done in fully “putting over” the 
electrical idea in commercial baking is 
the establishment of rates that will 
make it universally possible. 
* * * 

Insurance on 
Rural Lines 

The ordinary public liability insur- 
ance policy does not always give cen- 
tral stations adequate protection’ on 
rural lines which are owned by the 
farmers. To overcome this difficulty 
certain central stations, in co-opera- 
tion with the Utilities Indemnity & 
Fire Exchanges of St. Louis, have 
worked out a plan which gives the 
necessary protection to the company 
at a nominal sum. The premium de- 
conditions and in some 
There 
are companies which have distributed 
the cost and billed it to their cus- 
tomers, while in other instances the 


pends on 
cases is only $1 per customer. 


utility has absorbed the premium it- 
self in order to be relieved of all lia- 
bility. 


name of the operating company, and 


The policies are issued in the 


when farmers subscribe to the line 


their names are added to the policy by 
indorsement as additional assurees. 
* *% * 


Deep 
Stuff 

The “quantel,” the smallest known 
thing in the universe, was described 
recently by Dr. Irving Langmuir of 
the research laboratory of the Gen- 
eral Electric Co. Dr. Langmuir dwelt 
on the subject to some length but the 
substance of his explanation was that 
the quantel has two parts, one nega- 
tive and one positive. It is present 
everywhere in space, moving in all di- 
rections with the velocity of light and 
capable of passing through matter. 


Quantels are what previously have 


been known as the “ether of space.” 
For many years the atom was the 
smallest theoretical division of mat- 
ter and then with the development of 
electrical apparatus and its applica- 
tion to chemistry a smaller unit of 
matter was said to be the “electron.” 
The quantel is declared to be a finer 
unit of matter than the electron. 
: + # 

Material-Handling Machinery 
At New York Show 

Practically every type of machine 
used in handling freight shipments at 
the steamship piers and railroad ter- 
minals will be exhibited at the elec- 
trical exposition to be held at the 
Grand Central Palace, New York, in 
October. These exhibits, which are 
to be a special feature of the show, 
will be presented and demonstrated 





The name plate on the left hand side of the entrance in this picture tells plainly 
that these are a few commercial ambassadors of the Stuart-Howland Co., Boston, 


Mass., who gathered at headquarters to hear Adrian Unright and A. 


H. Bradley 


(the two gentlemen in the foreground at the extreme right) propagate the merits of 


the Geyser washing machine. 


Wallace L. 


Fleming, a once familiar figure on the 


Pacific coast (and in the navy) and now manager of the appliance department 


stands third from the left in the front row. 


a good job of it, too. 


Wallace engineered the party and did 


under the auspices of the Material 
Handling Machinery Manufacturers’ 
Association, which has spared no 
pains or trouble in making this big 
industrial exhibit comprehensive to 
the last detail. 

* * * 
Tells of U. S. Place 


In World Production 
Elbert H. Gary, chairman of the 


United States Steel Corporation, ad- 
dressing the American Iron and Steel 
Institute meeting, pointed out that this 
country, with but 6 per cent of the 
world’s population and 7 per cent of 
the world’s land, produces: 

25 per cent of the world’s supply 
of wheat. 

40 per cent of the world’s supply 
of iron and steel. 

40 per cent of the world’s supply 
of lead. 

40 per cent of the world’s supply 
of silver. 

50 per cent of the world’s supply 
of zine. 

51 per cent of the world’s supply 
of coal. 

60 per cent of the world’s supply 
of aluminum. 

60 per cent of the world’s supply of 
copper. 

60 per cent of the world’s supply of 
cotton. , 

66 per cent of the world’s supply 
of oil. 

75 per cent of the world’s supply 
of corn. 

85 per cent of the world’s supply 
of automobiles. 

* * # 

Adopts New 
Constitution 

The Electric Club of Chicago, at its 
regular meeting on May 11, adopted a 
new constitution. This procedure was 
made necessary by the change in char- 
acter of the organization from a lunch 
club to a permanent quarters club at 
the beginning of this year. On the 
second Wednesday of each month all 
of the club rooms will be at the dis- 
posal of the ladies from noon: until 
midnight. 

* * * 

Electrical 


Mattress 
An electrically heated mattress for 


pneumonia patients that an English 
doctor has invented has no heat at 
the top, a moderate quantity in the 
middle and the maximum quantity at 
the foot. 
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Dealers should be prepared to 
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Li cl turin ai Ht Mil — 
ES The Jobber’s Salesman is the 

one upon whom responsibility 

for dealers’ service rests. 


Make sure that your trade is 
in a position to care for the 
demand ‘for Economy , Fuses. 


Replenish incomplete stocks and be 
certain that your dealers carry at 
all times a complete line of Econo- 
my “Drop Out” Renewal Links. 


Remember: Fuse buyers go to the 
jobber and dealer when they want 
Economy Fuses and Economy 
“Drop Out” Renewal Links. 


Economy Fuses were the first line using mexpensive bare 
renewal links for restoring blown fuses to their original 
efficiency to be Approved In All Capacities by the Un- 
derwriters’ Laboratories. 


Push Economy Fuses. 


ECONOMY — “ MFG. COMPANY 
Chicago - - o - « DAA 


Economy Fuses are also made in Canada at Montreal 
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Notes About Jobbers 


Western Electric to Hold 
Farm Light Dealers’ Meet 
Western Electric Co., 500 South 
Clinton street, Chicago, Ill., is con- 
templating holding a conference of its 
farm light plant distributors the last 
week in July. The purpose of the 
meeting will be to effect a closer rela- 
tion between the various dealers and 
the Western Electric Co. and to dis- 
cuss sales policies and campaigns for 
the ensuing season. Edward F. Mur- 
phy, manager of the power and light 
department of the Western Electric 
Co., Chicago, will preside. 


* * * 


Will Beard the 
Farmers 

Fred Beard, formerly with the 
Electric Auto-Lite Willys- 
Light Division, Toledo, O., on June 
1 last the 
power and light department of the 
Western Electric Co., 500 South Clin- 
ton street, Chicago, Il. 


* * * 


Major Yates Will 
Capture Dealers 

EK. S. Yates, formerly a major in 
the United States Marines and dur- 
ing the war in charge of marine re- 


Corp., 


became connected with 


cruiting in Buffalo, has been secured 
by the Robertson-Cataract Electric 
Co., Buffalo, N. Y., to act as manager 
of the company’s farm light depart- 


ment. It is to be sincerely hoped that 
the major will not handle any of the 
company’s customers the way he han- 
dled those Philippinos 
or those tough Chinamen in the Boxer 


resurrecting 


Rebellion. The major speaks about 
10 different kinds cf 
Chink dialects se it is pretty hard to 
stump him on any foreign language. 


*hilippino and 


Don’t be surprised if you see some of 
these Hawaiian ukulele vamps danc- 
ing under electric light furnished by 
a Lalley plant on your next trip 
across the Pacific. 
* * * 

Garcia Now With 
Pacific States 

k.. W. Garcia, for the past 10 years 
with the General Electric Co. at San 
Francisco, has become associated with 
the Pacific States San 
Francisco, where he will have charge 
Mr. Gar- 


cia is at present making a four weeks’ 


Electric Co., 
et incandescent lamp sales. 


visit in the East at factories and re- 


search laboratories concerned with 


lamp manufacture. 
+ + 

Erner & Hopkins’ 
New Home 

Erner & Hopkins Co., Columbus, 
O., on July 1 occupied its new home 
at 142-148 North Third street. The 
building, which will comprise the com- 
pany’s new quarters, has been ac- 
quired on a 99 vear lease from the 





“All work and no play makes Jack a dull boy.” 


C. H. Holden, central district 


manager, Edwards & Co., and “General” Franklin Overbagh, Electrical Supply 
Jobbers’ Association, seem to have taken this old axim to heart. They are all set 
here for eighteen holes (or probably more if anyone happens to be carrying the 
nineteenth) on the Del Monte golf course at the recent E. S. J. A. convention. 


Atten-shun! Leigh Wilson (better 
known as 40 per cent off) and salesman 
for the Sibley-Pitman Electric Corp., 
New York City, has forgotten the war is 
over. His beaming face, however, re- 
minds us of armistice day. Why 40 per 
cent off? (Well this is confidential.) 
Leigh is a good fellow, you know, and he 
likes to treat everybody the same so he 
just gave them all 40 per cent off on 
vacuum cleaners. He is one of the old- 
est (not in years) employees of the Sib- 
ley-Pitman company. 





ae 
stories high, contains 104,000 square 


Franklin estate.. It is six 
teet of floor space, and has been re- 
modeled to suit the new tenant’s re- 
quirements. 
* * * 

Getting Goods and 
Giving Service 

In these days when alibis aad ex- 
cuses are so plentiful, it is an easy 
matter to follow the line of least re- 
sistance and slow up on effort to keep 
the customary jobbing service up to 
the old standard of pre-war days 
when the rendering of service was ac- 
complished with little effort. On this 
subject, A. M. Little, president, Mo- 
hawk Electrical Supply Co., Syracuse, 
N. Y., expresses the 
Mohawk Trail. He says: “Owing to 
labor, material and traffic conditions, 
it is hard for everybody to get goods 
and give deliveries that are as prompt 
and satisfying as each man would like 
to have them. Therefore, it is difficult 
to maintain the standard of service at 
top notch and many are apt to take 
this as at least a part-excuse and let- 


his views in 
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‘Union’ Fuses Advertised In A Big Way 





We are advertising “Union” Fuses on a big scale. Hun- 
dreds of thousands of people are reading our strong, interest- 
compelling advertisements in practically every trade paper that 
goes to big fuse users, and in direct mailing pieces. 


This advertising is certain to make every one who is in- 
terested in better fuses and lower fuse maintenance costs want 
“Union” Fuses. It is sure to create a big demand for these 
fuses, just as it has done for other well-advertised lines. 


Are you taking advantage of this assistance we are giving 
salesmen? 


Why waste your time educating people to use unknown, 
hard-to-sell fuses when we do the work for you without cost? 





























You will find it much easier to close business—much easier 
to increase sales—if you sell the well-known line of “Union” 
| Renewable and Non-Renewable Fuses. 





We'd like to send you our interesting fuse booklet and full 
information. Write today. 


ei, 
ABLE CHICAGO FUSE MFG. CO. 
UND. LAB INSP. Oldest and largest manufacturers of Fuses, Elec- 
te trical Protecting Materials and Conduit Fittings. 
ae: CHICAGO NEW YORK 
AGU Boston, Cleveland, Los Angeles, Detroit, Kansas City, Pittsburgh, Philadelphia 






St. Louis, San Francisco, Seattle, Minneapolis, Indianapolis 
Birmingham, Grand Rapids, Milwaukee 


fen lL \ 


RENEWABLE & NON-RENEWABLE 


eee el OL) 
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down on the effort. But any such let- 
down as this is dangerous and will be 
For the conditions are tem- 
Sooner or later it will be 
possible to procure and distribute 
supplies with all the old-time ease 
and promptness. And the house that 
has played the game big-heartedly 
through the difficult times will be re- 


membered and rewarded.” 
* * * 


costly. 
porary. 


Shorty 
Wins Tournament 
Although professing to be a green- 
horn at ‘the popular game of golf, 
Shorty Sherman, the six-foot-four 
sales manager of the Illinois Electric 
Co., Los Angeles, the 
Kickers handicap in the tournament 
of the Electrical Supply Jobbers’ As- 
held at Del Monte, Cal., 
Such is a beginner’s luck. 


easily won 


sociation, 
last month. 
W. E..Robertson brought in the low 
net score. 
* * * 

Illinois. Installs 
New Shipping Chute 

Illinois Electric Co., Chicago, IIl., 
is installing a new circular shipping- 
chute to extend from the third floor 
to the loading platform. Each floor 
will have its own shipping department 
and only package goods will ‘be 
shipped from the second and_ third 
floors. A speaking tube, extending 
from the platform to the second and 
third floors will form a 


drivers 


means of 


communication between and 


shipping clerks. This chute, the com- 


pany believes, will cut down super- 


W. H. (Casey) Caswell may have to put up with all kinds of. bills—gas bills, 
light bills, food and rent biils and many other bills—but it looks as though he 


draws the line on repair bills. 


He does his own tinkering on his Henry. 


Casey 


learned all about running Fords when he pushed a little Ford around the Western 


Electric warehouse on Clinton street in Chicago some years ago. 


Now, however, 


instead of pushing a Ford he rides in it as one of the star salesmen of the Western 


Electric Co., Detroit, Mich. 





fluous handling of goods, much over- 
head expense and enable them to ren- 
der better and quicker service to its 
customers. 
* * * 

Wahn Co. 
Enlarges 

The George H. Wahn Co., Boston, 
Mass., has been appointed New Eng- 
land distributor for the entire line of 
electric heating appliances manufac- 
tured by the Manning-Bowman Co., 
Meriden, Conn. The Wahn company 
now occupies the entire building at 
69-71 High street and is enlarging its 
stockroom and office facilities. 





Here’s a sunshiny group in a sunshiny spot—a few members of the sales organi- 


zation of the Frank H. Stewart Electric Co., Philadelphia, Pa. 


Note George H. 


Carnoll, sales manager, fourth from the left, trying to find the elusive little birdie 


which the photographer let. fly. 


And take stock of the broad sinile on the face of 


Ray. W. Grosset, assistant general manager, who George is playfully poking in the 


ribs with his left elbow. 


Western Opens New 
Sub-Warehouse 
Western Electric Co., 195 
way, New York City, has opened a 
supply sub-warehouse at 930 
Ryan avenue, Youngstown, 
C, A. Strouss is in charge of 


Broad- 


new 
West 
Ohio. 
sales. 

* * * 
E. S. & E, Increases 
Capital 

The Electric Supply & Equipment 

Co., Hartford, Conn., has filed a no- 
tice of an increase of $184,950 in its 
capital stock. 

* * * 
Taylor Chairman of 
Business Committee 

Samuel H. Taylor, general man- 

ager, Electric Railway & Manufac- 
turers’ Supply Co., San Francisco, 
Calif., was chairman of the business 
program committee at the recent E. 
S. J. A. convention in Del Monte, 
Calif. Mr. Taylor, who is reputed 
to be the oldest electrical supply job- 
ber the Pacific coast from the 
standpoint of years in service, has 
managed the affairs of the Electric 
Railway & Manufacturers’ Supply 
Co. since 1898. 

* * * 


on 


Nebraska Motor Power 
Opens New Office 

The Nebraska Motor Power Co., 
Grand Island, Nebr., has established 
a main office at 202 South Twenty- 
fourth street, Omaha, Nebr. The 


company acts as distributor .for the 
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makes the job easier 


Turning interest into a purchase is the process that trans- 
forms goods ee 4 into goods sold—good display 


Stimulating interest is the function of the 1920 
G-E Fan Super Sales Campaign. Starting with 


) good display it shows how to bring customers to 


the store and, by skillful salesmanship, change in- 
terest into appreciation, desire, decision and action. 


For arousing interest, booklets, folders and form 
letters of unusual sales value are furnished G-E fan 
dealers. Don’t fail to get and use these excellent 
aids to a big fan business. 














General ‘Electric 


General Office 
Schenectady, NY. 





i Sales Offi 
Company sits: 
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Housewiring time is the occasion to suggest details that | 
will broaden the use of electric service and extend its | 


-Z 


on 


Sos5% 


» 
7 
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: 


When you are talking to a housewiring prospect 
show a 

Wayne Bell Ringing Transformer 
as a necessary adjunct to the complete wiring 
plan. It not only adds a little to your job but 
adds a lot to the satisfaction your customer will 
derive from the installation. 


We have a handy leaflet that tells how to sell 
transformer specialties—also newspaper cuts of 
unusually distinctive design. They may be had 
for the asking. 

General Electric Company 


A 
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do Llectric 


General Office C > Sales Offices in 
Schenectady, NY. om ‘ an all large cities. 

















Keeping attractively packaged goods where the labels can 
tell“customers the utility of the devices is like adding a 
new salesman 


Counter display of G-E packaged specialties makes 
sales for you while your customers wait. The 
labels show attractively what the devices will do 
and create an immediate desire for their purchase. 
When the salesman approaches the customer the 
sale is already half made. 


VoL.» 
] A little leaflet, B-3486, lists and describes the line | G BA : 
of packaged specialties——all fast sellers. Send for dvertiser 
it and also a copy of the merchandising number of 
the G-E Advertiser, which contains many practical 
suggestions for the electrical merchant. 
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The light to live with” 


=) 


- Duplex-a-lite 










More Space— 
Without Moving 


And more installations with the same 
payroll. 






























Duplexalite, packed complete in an 
attractive, convenient carton, all 
wired and ready to install, brings it 
about. 











Much less space is required to stock 
Duplexalite. No fixture assembly 
space is required by the dealer who 
handles Duplexalite. And when at 
the job the Contractor-Dealer will find 
it can be installed more easily and 
rapidly than any other unit which he 
has ever handled. 


These facts, when thought of in con- 
nection with the demand for Duplex- 
alites, in homes, offices, stores, 
schools, hotels, etc., assure a rapid 
turn over of capital. This makes it 
one of the most profitable proposi- 
tions open to the electrical trade to- 
day. 


We have representatives throughout 
the country to cooperate with local 
Contractor-Dealers. 


Ask for the Duplexalite proposition. 


Duplex Lighting Works 


of General Electric Company 
6 West 48th Street New York 





at 


to 
> 





is inside 
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Matthews electric light and power 
plants, ‘““Motor Marvel” electric wash- 
ing machines, “America” vacuum 
cleaners and McClelland ice refrig- 
erating plants for western Iowa, 
Nebraska and part of South Dakota. 
It also contemplates handling a large 
number of other electrical household 
specialties. 
* * * 


Organize to Improve 
Merchandising Methods 


A body of jobbers’ sales managers 
and dealers from Boston, Mass., and 
vicinity has organized a club known 
as the Electrical Appliance Club for 
the purpose of promulgating harmony 
and co-operation to a greater degree 
in the merchandising of electrical ap- 
pliances and Jabor saving devices. 
The club meets twice a month at 
luncheon in the rooms of the Boot and 
Shoe Club where common ills and 
grievances are discussed and _ ideas 


and suggestions exchanged. The 








No, E. F. Coffey, assistant sales man- 
ager, Sibley-Pitman Electric Corp., New 
York City, isn’t trying to mimic Bill 
Hart by holding his arm so he won't 
knock somebody cold; he’s just rolling 
up his sleeves because this is his busy 
day. Mr. Coffey did pull off a movie 
thriller though by plowing through a 
mountain of work and climbing into a 
taxicab bound for the railroad which led 
to the recent Utica, N. Y., dealers’ con- 
vention—all in an hour. 








Notes About Jobbers (continued ) 


“Lookit our new Nash truck,” says 
Clarence H. Wilson, manager, Manhat- 
tan Electrical Supply Co., 1106 Pine 
street, St. Louis, Mo., and his assistant, 
W. A. (Hap) Ward. Although Clar- 
ence’s face doesn’t show it he was just 
getting ready to bite a chunk out of the 
guy who had gouged the side of his pet. 
Hap should worry, though, for he’s all 
his nickname implies; you can’t get him 
sore, 





members are at present establishing 
a “Code of Ethics” to be adhered to 
by all participating in this move to 
improve merchandising methods. 
This new organization might be 
looked upon as-an outgrowth of the 
co-operation movement which was so 
favorably discussed at the recent con- 
ventions in California and which has 
made such excellent headway in that 
state. W. F. Abely of the Western 
Electric Co., Boston, Mass., is acting 
as chairman until permanent officers 


are elected. 


Chadbourne with 
Elliot Electric 


P. E. Chadbourne, formerly with 
the General Electric Co., Lynn, 
Mass., is now with the Elliott Elec- 
tric Co., Cleveland, O., in the capac- 
ity of motor salesman. Chad likes 
Cleveland all right but the trouble 
is that a young fellow named “Cupid” 
has been shooting him full of arrows. 


Back there in Lynn is a litle girl 
named “Marjorie,” who, with Chad, 
has been wearing out the mailman’s 
legs. We wish you luck, anyway, 
Chad, because we’ve been through it. 
We've got a couple of old shoes here, 
too, waiting to be put to some good 
use. The Maine woods will look good, 
old topper, when the rice starts fly- 
ing. 


* * * 


Gets 15-Year 7 - 
Button 


Julian J. Caestecker, household ap- 
plianee specialist at the Chicago, 
Clinton street branch, of the Waster 
Electric Co., was awarded a 15-year 
service button by his employers on 
April 25. Aside from going on record 
as a long-sticker Julian goes on rec- 
ord as a lohg talker. On Septober 
the tooth he will be presented a 
leather medal for lasting 15 hours in 
a gabfest. Here’s to the F. O. F.’s. 








Uhum! We have with us today, gen- 
tlemen, two familiar figures in the elec- 
trical supply jobbing field in Manhattan. 
L. W. Crannell, president, (on the right) 
and William J. Kranzer, secretary and 
treasurer, (on the left) of Crannell, Nu- 
gent and Kranzer, New York City. 

“Where do we go from here?” asked 
Mr. Kranzer impatiently. “To the hash 
foundry and quick,” answered Mr. Cran- 
nell, and they did. Rounding up goods 
to sell these days whets a mean appe- 
tite! 
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The Fool-Proof OHIO -TUEC 
Has Only Six Assemblies 


Every dealer knows what a great advan- 
tage this is. Even if a customer does take 
her OHIO-TUEC apart, she can put its 
six units back together with perfect ease 
and without any help or instruction. 


The OHIO-TUEC needs to be 
sold only once and szays sold. The 
customer never bothers you because 
the OHIO-TUEC never gives her 
any bother. It is troubie- proof 
and fool - proof. 


It is to this greater sim- 
piccity of design that the 
OHIO-TUEC owes its 


greater efhiciency. 


*‘Cleans Without 
Beating and 
Pounding’’ 











Have you seen our new catalog? If 
not, write fora copy. Or a postal will 
bring you an OHIO-TUEC cleaner at 
our expense for free examination, test 
and comparison. Write today. 


















The United Electric Company 


Canton, Ohio 


Canadian Plant — Toronto, Ont. 
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Bill Saves An Account 


Bill Spicer Encounters a Situation That Would Discourage Most Salesmen. 


T looked for a while as though 
Bill would lose that account with 
the Bannerville Electrical Supply 

& Contracting Co. It wouldn’t have 
been any fault of Bill’s if he had. 

You see, the Bannerville Electrical 
Supply & Contracting Co. was the 
biggest concern of its kind in Banner- 
ville but there was something wrong 
with the management. At first the 
credit of the concern was good but 
of late the credit department was 
watching it very closely and when 
Jim King one of the partners sold 
out his interests they cut down on 
the credit rating still more. 

As a matter of fact it was Jim King 
who made the credit rating and also 
who came mighty near running the 
business onto the rocks. You know 
Jim I guess. He’s a regular fellow 
and the best mixer you ever saw. I’ve 
never seen a fellow who could sell 
anything as easy as Jim can. He'll 
just jolly anybody into buying what 
But doesn’t 


seem to last very long. 


he has for sale. Jim 
Jim landed 
in Bannerville soon after he left col- 
lege and it wasn’t long before he got 
He didn’t have 
Most of 
was gone by the time he got his di- 
ploma but he did put up a good front, 


a lot better one than he could have if 


right into society. 


much money himself. his 


he hadn’t spent more money than he 
was earning at the Bannerville Elec- 
tric Light Company where he got a 
job. 

Well, Jim got to be such a social 
lion that he soon knew all the society 
girls and it wasn’t long before he was 
thick with old 
You know old man Jones 
He 
selling 


pretty man Jones’ 
daughter. 
is one of those self made men. 
started out when 
papers to buy building lots in Ban- 
nerville. He went from one thing to 
another all the time making money 
and now he is the leading capitalist 
of Bannerville. He made his first 
mistake when he let Jim become his 


He made his second one 


he was 


son-in-law. 


But He Wins Out 
By J. E. BULLARD 


when he backed Jim and set him up 
in business. It was old man Jones’ 
money and his prestige that made the 
business grow and prosper the way 
it seemed to at first and which gave 
it the credit it enjoyed. Everybody 
knew that old man Jones could and 
would pay any bills the company 
owed. He, the real 
partner rather than Jim, because it 


himself was 


was his money that was in the busi- 
Besides 


he had made certain that a good man 


ness and everybody knew it. 


was placed in charge of the actual 
construction work. Tom Brown was 
selected for this work and in order 
to make certain that he would stick 








T. Herbert Taub, city salesman, Alpha 
Electric Supply Co., New York City, is 
an optimist of the highest degree. Above 
his desk (which he occupies occasionally) 
is hung a little placard on which the 


casual observer reads: “Don’t commit 
suicide: something interesting might hap- 
pen the very next minute.” And on an- 
other side of the desk is: “A good motto 
is—Hang on just a little longer.” Herb 


doesn’t look as though he always looks at 
the dark side of the cloud, does he? 





and take the interest in the business 
required he was given a partnership 
in the business. He was to do the 
work and Jim was to get the business. 

Tom didn’t have much money and 
he had less business experience but 
he knew how to figure work and how 
to get it done. He put all the money 
he had and what he could borrow in 
the business and he had an equal 
partnership with Jim. I guess that if 
this hadn’t been the case the business 
sure would have gone to smash. 

Well, things went along pretty 
good for quite a while. Jim got a 
lot of business. He knew everybody 
and he got some really big jobs. As 
a matter of fact he got all the best 
Everybody liked 
Jim, they knew the concern had ample 
backing and they knew that Tom 
Brown would do the work right. Jim 
was rather careless about collecting 
bills though and also about the amount 
he took out of the business. It was 
necessary to keep putting more money 
into the business. He was able to get 
this money from old man Jones though 
for quite a while. He could show how 
much business was being done and 
Jones kept putting up money on notes. 

The time came, however, when old 
man Jones decided that it was time 
to have the books gone over and he 
had a public accountant make an ex- 
amination of the business. Then the 
trouble began. It didn’t take long 
to see that Jim was no business man 
and that the business hadn’t been 
run in a businesslike manner. As a 
matter of fact Jim in his irresponsible 
way had been taking out a lot more 
money than he could stand. Most 
of this had been used for expense 
money to get new business. Prac- 
tically every contract had cost so much 
in expense money that the company 
had lost money. Tom had made the 
estimates and they were correct as far 
as they went but he naturally didn’t 
figure in as much expense money as 
Jim spent. Besides he left the busi- 


contracts in town. 




















THE JOBBER’S fA) SALESMAN 








Only One Cap to remove, and no leather or asbestos 
washers to bother with in Trico Fuses 





The simple construction of Trico Renewable Cartridge Fuses provides greater efficiency 
and longer life. 


They can easily be renewed by simply unscrewing the brass cap. There are no leather 
or asbestos washers to bother with because Trico renewals are ‘“‘powder filled"’ and, there- 
fore, flameproof. 


Furthermore, you do not have to use two, three, and on the larger sizes, as many as 
four links, to arrive at the required capacity. There is but one element in a Trico shell. 


The ease with which the Knife-blade type can be renewed has been further increased by 
the adoption of the “‘U"’ type terminal on the renewal element so that it is unnecessary to 
take out the bolts from the knife blade but merely loosen them, drop out the old renewal and 
slip in the new. 


The assemblage of Trico Fuses not only affords a good, strong contact and longer life 
but also protects production, because there is no time wasted in renewing them. 


Approved in all capacities by the Underwriters’ Laboratories, Inc., and by 
the Millers Mutual Fire Insurance Cos., also by the Factory Mutual Fire Insur- 
ance Cos. in all Ferrule types. 


THE M. B. AUSTIN COMPANY 


700 JACKSON BLVD., CHICAGO, ILL. 





REG. U. S. PAT. OFF. 
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ness end largely to Jim. He figured 
that if old man Jones could trust 
him, he certainly could. 






Well, when old man Jones found 
out how things were going, there was 
trouble. He pulled Jim out of the 
business and told him if he had got 
to support him he’d do it in a way 
that he could figure up the cost. He 
wasn't going to give him such an ex- 
pensive plaything as a business to 
play with. So Jim had to go to 
work again. He’s now with a manu- 
facturer and:he sure is making a good 
record but I guess the old man still 
has to pay some of his bills. 







PATENTED AND 







Mechanically Correct and Protected by Patents. 
Designed in Strict Accordance with the Laws of 
Reflection and Diffusion. 







The old man was going to close out 













































seid 
the business .but Tom wanted to buy 
it and he borrowed some more money Hodson and Roe 
7 ] - 4 t th . ld f HARRY LEA DOOSONW ATTORNEYS AT LAW eenas 
one Ge Se ee See ee Cer : biter SPECIA&IZING IN PATENTS AND THE LAW OF UNFAIR COMPETITION waw voon 
more and took over the business. You cance aooness TRADE MARKS, COPYRIGHTS mAs wiNo rom 
can imagine what a blow this was to ie 41 PARK ROW 
getting business. When old man saseiitieiblabig: i dens :81, 1980 
ane 21, 
Jones pulled out it made a lot of pista 
difference to the credit. With the ee Oe 
old man back of it it was like selling Mo. 
goods to the First National Bank. Gentlemen: 
When he quit it was a case of sell- We are pleased to inform you that the 
ing to Tom Brown and Tom owed a Supreme Court of the United States has decided in favor of 
. the Luminous Unit Company by denying the Petition for 

lot of money. Our credit department Certiorari, filed by the attorney for the Reflectolyte Coa- 
paid attention to this you may be pany. 
sure. Other credit departments did This brings to a favorable conclusion the 

: ’ litigation on the question of the validity and infringement 
also and it wasn’t as easy to get de- of the Brascolite patent, insofar as the Reflectolyte fixture 
liveries as it used to be. is concerned. 

In addition, with Jim gone there Very truly yours, 
wasn't any one to go out and dig up 
eeometel ince isins to go along . DeDsOW & ROE 
re ha : i stimates 

: efore, figuring estimates an wy a: Libr 
looking after the work but he soon ee 1 
found that he wasn’t getting enough 
business to pay expenses. You see 
the business had grown so fast that . on satel iceosedcnaniann J 
there had been a pretty good sized 
pe esnmesallnss na ie agtnSta This unit cannot be successfully imitated. Made 
of business to meet this overhead. ; : 

Things were going from bad to of the best materials in the largest and most 
worse when Bill Spicer happened in modern lighting fixture plant in the world—the 
one day when Tom thought he had 5 2 eet 
just lost a big contract. Bill tried to BRASCOLITE reigns supreme in the lighting 
ene Se eee ee field. More than a million in service testify to 
comforted. Finally Bill asked if ¥ ae ako 
they couldn’t drive out and see the its superiority. 
man who had the awarding of the 
contract. They did and of course 
after Bill had talked a little while to , U M ] N O U S U N ] ; 
this man, Tom got the contract. Bill 

sually is able hings like thi: 
uly rable to pt hing ihe hi ST. LOUIS BRASS MFG. 
over. 

On the drive there and back Tom BRANCH 

. . “77> New York Chicago 
pointed out a number of big buildings aii iliadaiea ainda 
and factories where he had done all Kansas City 





the electrical work. In fact it was 
what he told Bill about the work 
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TRADE-MARK REGISTERED 


Luminous Unit Co. Products are 








ES 
All White Glass LUMO-VITRO 
Switch Plates 


Porcelain Enameled 


INDUSTROLITE 
The Factory Fixture 


Send for our No. 7 catalog describing this line—circulars—en- 
gineering data—dealer helps—yours for the asking. 


ICO. DIVISION OF THE 
G.ECO., ST. LOUIS, U. S. A. 


NCH BMOFFIcrs. 
Philade! phia 
Minneapolis 
Pittsburgh 


Boston 
Atlanta 








done at these places that enabled him 
to help get that contract closed. On 
the way back Bill had a heart to 
heart talk with Tom. He told him 
he would have to stop being a fore- 
man and would have to become a real 
business man if he was going to suc- 
ceed. He told him how he would have 
to look after the business and just 
what he would have to do in order to 
make the concern go. 

Tom was desperate and listened but 
he didn’t seem to be very much im- 
pressed. When Bill told him that he 
would have to get out and close more 
contracts, he replied that he wasn’t 
a salesman. He couldn’t go out and 
get business the way Jim used to. 

Bill told him that the idea wasn’t 
to go out and get business the way 
Jim did, that there wasn’t any need 
of that kind of salesmanship, in fact 
that such salesmanship might ruin the 
business as it had already begun to. 
He said to Tom, “All you've got 
to do is to show people what you've 
already done and what you can do. 
You’ve done enough good work now 
so that it will speak for itself. If 
you could show people the work you've 
shown me you wouldn't have to sell 
them. That’d sell them itself. The 
record that you’ve made for good and 
reliable work is worth a whole lot to 
you. It’s the thing that’s going to 
keep you going if you make the most 
of it.” 

“But,” says Tom, “I can’t take 
every prospect around to see all these 
jobs. It would take too long and 
cost too much in the case of most 
contracts and besides not many men 
would go with me anyhow. I've tried 
a list of names but that doesn’t seem 
to help me a whole lot.” 

“The thing you need to do,” went 
on Bill, “is to show these jobs to 
people you are trying to get busi- 
ness from. I know of one concern 
that is doing it by means of photo- 
graphs and finding it very effective. 
If I was in your place I'd have 
photographs taken of all the best 
jobs. I’d take pictures of the big 
houses where I’d done work, the big 
office buildings and the factories and 
I’d get as many interior views as I 
could which would show just the kind 
of work done. I'd mount these pic- 
tures on cloth and bind them up in 
book form and in front of the first 
picture of each job I’d insert a sheet 
of paper on which I’d written some 
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of the most impressive facts about 
it. I'd also have some information 
on each photograph or on a sheet of 
paper in front of it so that anybody 
looking through this book could see 
what has been done and learn some- 
thing about the kind of work done. 
It'd also be a mighty good thing to 
put some letters from these people 
you've done work for alongside these 
pictures. You fix up something like 
that and show it to anybody who’s 
hesitating about turning their work 
over to you and you'll get the busi- 
You're too modest about what 
This picture book will 


ness. 
you've done. 
correct that.” 

Well do you know that Bill kept 
coaching Tom along and giving him 
new ideas until he got onto his feet 
and Bannerville Electrical 
Supply & Contracting Company is one 
of the best accounts we have. That’s a 
way Bill has of saving accounts. I 
don’t know how many businesses he 
has saved. We don’t hear about them 
all. He’s a queer fellow Bill is but 
I sure would like to trade what I 
from the house for what he 


now the 


draw 
does. 





The Draft Again 


Arthur M. Collins, sales manager 
of the Cleveland branch of the West- 
ern Electric Co. has a possible solu- 
tion for our present economic ills. 
He suggests that 
draft an army of say 3,000,000 men 
the ages of 21 50 to 
serve for a period of three years. 
One million men would ‘serve a year 


the government 


between and 


as guards, one million would be de- 
tailed to the railroads and one mil- 
the 
three years the men would be shift- 


lion to farms. Each year for 
ed about until each had served a year 
at the various stations. In this way 
Mr. Collins believes our problems 
would be solved and economic 
ills 
some happy scheme such as Mr. Col- 
We'd be 
for him day, night and Sunday, but 


“O vou draft!” 


our 
concluded. We only wish that 


lins’ could be put in effect. 


Matthews Electric Supply Co., Bir- 
mingham, Ala., opened a branch office 
Mobile, 


June 1. The Mobile house is now sup- 


and warehouse in Ala., on 
plying western Florida, southern Ala- 


bama, southern Mississippi and south- 


Louisiana. 


ern 





The Merchant and the Man Who Knows It All 


“That man is too durned positive to 
sell me anything!” Joe Simpson said 
Simpson runs a big general 
store and handles everything from 
chewing tobacco to tractors and buys 
says Robert 


to me. 


everything himself, 
Walsh in Printers’ Ink. 

When a man who buys in round 
numbers $20,000 worth of goods a 
month and who has been in the retail 
business for thirty years makes a 
strong statement, one is inclined to 
try to get a slant on retail buying and 
the motives which prompt it. 

“Yes, sir! He was simply too good 
and he knew too much and he made 
me feel that he knew more about it 
than I did, so I just made him feel 
that maybe he did, but he didn’t know 
It would take 
more than what he knows about mer- 
chandise to do that. He may know 
his line of gasoline engines, but he 
don’t know me and that’s sure.” 

All this took place in a little West- 
ern town with a population of only a 


how to make me buy. 


few storekeepers, the blacksmith, the 
garage man and his helper and half a 
dozen other people who just happened 
But this little town 
was the trading center for a tremen- 
dous cattle, timber and farming coun- 


to live there. 


try and the business which went thru 
these stores ran into many thousands 
of dollars. 


Several thousand miles away a 


sales-manager was routing this sales- 
man and carefully reading over his 
daily reports. I am still wondering 
what sort of a report this man turned 
in on the reason why Joe Simpson 
did not buy. It is safe to say the re- 
port was not correct. 

In the little talk which followed, 
these points stood out prominently: 

The salesman can easily be so well 
trained, so thoroughly coached on the 
good points in his line, be made so 
sincere, so earnest and so positive that 
these very elements can work for his 
own undoing. 

It is a splendid thing when the 
salesman is so wrapped up in propo- 
sition that he eats it, thinks it, sleeps 
it and lives it, but still the fact re- 
mains that he must sell the dealer— 
not just the product. 

A salesman can prove conclusively 
that the dealer ought to carry his 
product. He may actually corner the 
dealer into an order. And yet the 
dealer, when he gets the goods, will 
be sorry he bought them. 

As one dealer said to me one day: 
“T just had a salesman prove to me 
that I was a darned fool and didn’t 
know what I was talking about. He 
did all that, but at the same time, he 
didn’t make me buy goods. That 
salesman and me ain’t friends. I 
don’t want him coming here showing 
me up.” 











“A rose between two thorns,” says Frank Morris, vice-president and sales man- 


ager of the Robertson-Cataract Electric Co., Buffalo, N. Y. 


The urbane gentleman 


with the straw sky piece is John H. Burns, treasurer and general manager of Mc- 
Carthy Bros. & Ford, Buffalo, N. Y., while on the right is James J. Munhall, sales 


manager of the same company. 


Fellows, this picture is a scoop! 


It is the first 


time anyone has been able to photograph Frank Morris since the days of the Chicago 


fire. 


Take a good look. 
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Bryant Dubl-duty Socket con- 


verts any lamp socket into a two- 
outlet device—An attachment anyone can 
apply—A convenience in universal demand—Cur- 
rent is always “‘on”’ the side socket — The rating on 
this outlet is 660 watts 250 volts—The pull chain switch 
controls the bottom socket only, which has a rating of 250 
watts 250 volts—Either socket takes a lamp or any screw 
base attachment plug. Retail Selling Price, $1.60, two for $3.00 


THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONN. 
NEW YORK CHICAGO SAN FRANCISCO 
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Using a Prospect List 
to Increase Lamp Sales 


Suggestions from an Address Before a 


HE subject which I have been 
requested to discuss with you is 
that of obtaining and using a prospect 
list. I think this is a most interesting 
subject. It's interesting because it 
pertains to the most fascinating part 
of our business—that of securing con- 
tracts and selling lamps. 

All of our engineering resources, 
all of our manufacturing and produc- 
tion facilities, and, in fact, all of the 
National Lamp Works’ vast prepara- 
tions were based upon the supposition 
that we were going to sell lamps. Any- 
thing that will make possible the sell- 
ing of more lamps is therefore of vital 
interest to all of us. There are a 
number of things entering into the suc- 
cessful merchandising of lamps but it 
seems to me that one of the most es- 
sential is that of obtaining and using 
a prospect list. 

We are all more or less familiar 
with the value of a prospect list. We 
know that without information as to 
just when a certain customer will be 
in need of the merchandise which we 
are selling, we will stand little chance 
of getting his business. As a means of 
promoting sales and increasing busi- 
ness, Or as in our case, securing more 
lamp contracts, we know that the right 
kind of a prospect list is of unlimited 


value. 


Lamp Conference 





In obtaining and using a prospect 
list, there are four cardinal features 
to be taken into consideration: 

(1} Determine the kind of list 
wanted and the class of information 
needed to make it of value to your 
particular business. 

(2) Methods to be used in secur- 
ing the names of prospects and such 
other information as may be desired. 

(3) Proper method of keeping this 
list up to date and on file in such a 
manner that it may be available for 
use at all times. 

(4) Use of prospect list. 

Now, going back to feature number 
one and defining the prospect list as 
applied to the lamp business, we know 
that the following information is es- 
sential: Prospect’s name and address, 
nature of general business, form of 
contract, size of contract and date of 
its expiration, name of the man who 
signs the contract, brand of lamp used 
and through whom he is being served. 
Any remarks made by the prospect 
which would later serve as information 
as to what would interest him in our 
proposition, should be included. I 
think this covers the information de- 
sired in so far as the lamp prospect is 
concerned and we can now proceed to 
feature number two. 

It is obvious that this list must be 


PROSPECT CARD 


Name 
City and State Ss 


Nature General Business ; i 


Form of Contract........ Size ~ 


Name of Man Who Signs .... Sei 


Brand of Lamp 
Through Whom Served 


Remarks (What will Interest Prospect 


_ Date expriation Mottin a 


Date _..... Salesman 


Prospect Carp For TABULATING 


Data ReGarpinc LAMP Prospects. 


OFFICE FOLLOW-UP 





NATURE OF FOLLOW-UP 


DATE | 


——_——| 





| 
| 
Ps Se EI ET ee 


| 





Reverse Sipe or Prosercr Carp To Be 
Usep ror Kercorprinc Datre Aanpd 
Nature or Foittow-Ups. 


obtained through the salesmen of the 
jobber and right here is where we run 
up against a selling proposition. If 
we simply say to the jobber that this 
is a good thing and he ought to have 
his salesmen get a list of this kind, 
we won't get anywhere—we won't 
even get to “First base.” While it is, 
of course, necessary to convince the 
jobber of the good that will be derived 
through the use of this list, it will be 
secured only through convincing each 
salesman that an extensive lamp busi- 
ness can be built up in his district by 
its use and that it is the only thing 
that will permit his house to co-oper- 
ate with him from an advertising 
standpoint, etc. Personal experience 
has taught me that the average sales- 
man is willing to get any information 
we desire provided that we convince 
him that it is to his own interest to do 
so. 


The best method of keeping this 
prospect list is by card system. As 
these cards are sent in by the sales- 
man, they should be filed alphabetical- 
ly for each  salesman’s _ territory. 
These cards should be kept in the 
Lamp Department and some _ one 
should be responsible for seeing that 
they are properly kept. The lamp 
man or sales manager—if the jobber 
has one—should see that they- are 
properly used. 

Now as to the use of the prospect 
list. As previously stated, this list is 
in the hands of the lamp man, sales 
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St A Way to 
Decrease Dealer Selling Costs 


The jobber’s salesman, since he handles many products and many 


lines, is the logical man to suggest “Associated Sales” to the dealer 
and at the same time benefit himself. 
Drug stores in displaying soap, some- wall receptacles, sockets, wall switches 


| times also display wash cloths, toilet to control various lights, ete. — , 


water, soap containers, and other toilet 


articles and their clerks are instructed to 
suggest these various articles when the 


soap or other things are asked for. 


If its C-H 70-50 Switches, there is the 
chance of displaying and selling all kinds 


of irons, toasters, percolators, and extra 


outlets and wall receptacles, appliance 
The electrical dealer can do the same. cord, attachment plugs, ete. 
If it’s incandescent lamps he is display- 
ing or advertising—have him and _ his If it’s 77-20 Duplex Receptacles, a 


clerks mention portable and floor lamps, like line of other articles can be pushed. 
As a starter look over the suggestions below. 


(Floor and Table 
(lrons | Lamps 
Toasters C-H Heating Appliances 


| Vacuum Cleaners 


( Portables 

| Floor Stands ¥ 

| Shades nips Percolators 77-20 
) 


Lamps - ’ - 70-50 i 2 Appliance Cord 
” Reflectors jen oo Cord Duplex Attachment Plugs 
| Sockets | Outlet Receptacles Receptacles)!" caps to fit 


receptacles 
Extra Wiring to 
outlets 


| Switches 
Pore | Attachment Plugs 


C-H Wiring Specialties and Switches Are Handled by Electric Supply Jobbers and 
Dealers. 


THE CUTLER HAMMER MBG. CO. 


haseadl Works: Milwaukee and New York 


iT Offices: Principal Cities 
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WHAT NATIONAL MAZDA LAMPS 
MEAN TO THE JOBBER’S SALESMAN 


VI 


eS st ATIONAL MAZDA dealer agents’ 
SN compensation increases as_ their 
** business increases—150—300—600 
—1200—2500—5000, etc., and the limit is 
not reached until annual sales amount to 
$300,000.00. 


There are endless new fields for National 
MAZDA lamps open to the jobber’s sales- 
man, in addition to those already de- 
veloped. The development of each new 


field brings the MAZDA merchant closer i 
to an increased rate of profit. 
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NATIONAL MAZDA lamps sell themselves 
wherever the blue carton is displayed 


NATIONAL Lamp Works 


of General Electric Company 
Nela Park, Cleveland, Ohio 


















ened 











complete lighting service- 





equipped to give a 
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Service 


An electric lamp is a light source merely. Its 
light is raw material, not a finished product. It 
used “raw,” such light may be destructive of 
vision instead of helpful to vision. To turn raw 
light into illumination, the lamp must be “served” 
by the proper reflector. This service is of two 
kinds—that which has been built into the reflector 
itseli—and that which must be furnished by the 
salesman (or by an engineering organization 
working for the salesman). If you are ambitious, 
you will not sidestep this service which is ex- 
pected of you. Talk to your chief about the 
lighting service he can place at your disposal, and 
have him write us about our part of the service. 





IVANHOE-REGENT WORKS of General Electric Co. 
CLEVELAND, OHIO 
“Ivanhoe” Steel Reflectors, Lighting Glassware, Anderson 
Self-Adjusting Arms, and Illuminating Service. 





"Service to Lamps’ 


AV/AN Is (O)e 


SHADES~ REFLECTORS 
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manager or some other competent man 
in the office of the jobber—who, about 
four months previous to the expiration 
of contract, starts a follow-up letter 
system and in each letter giving sev- 
eral reasons why “Best”? Lamps and 
“Best” service are best and that Sales- 
man So and So will call upon a cer- 
tain date for the contract. A copy of 
each letter should be sent to the sales- 
man making the territory. This letter 
system has two effects. It convinces 
the customer that the jobber is a “Live 
Wide Awake Organization” and is 
after the business. It convinces the 
salesman that the house is co-operat- 
ing with him. It makes him feel good 
because his name is mentioned in the 
letter and is an added incentive for 
him to send in more names of pros- 
pects, furthermore, it’s a cinch that 
Mr. Salesman will be on the job at the 
expiration of the contract. ‘To make 
doubly sure that the salesman will call 
in plenty of time, we could have a 
form letter under the heading of 
“CONTRACT NEWS” which is sent 
to the salesman 380 days before the 
expiration of contract. Through this 
letter, the information contained on 
the Prospect Card is given to the 
salesman who then knows the proper 
method of approach, ete. The indus- 
trial plants contained in this list may 
also be used for industrial advertising 
campaigns. 

As to the value of the prospect list 
and the new business that will be ob- 
tained through its use, I think that 
this point may best be illustrated by « 
letter received from the Blank Elec 
tric Company. The lamp business of 
the Blank Electric Company has in- 
creased approximately 45 per cent 
over 1918 and 60 per cent to date over 
1917. I attribute this increase large- 
ly to the fact that they have known 
when and where to go after the cor- 
tract through their use of the prospect 
list. 

In conclusion, I want to say that tie 
prospect list takes the jobber out of 
the “Blind Man’s Class” and places 
him in a position to know where everv 
lamp contract is located in his ter- 
ritory, when it expires and its amount 
in dollars and cents. You can safely 
bet your last cent that the jobber who 
knows all about the lamp business in 
his district will make a 20 per cent 
annual increase look like 80 cents. 

* * * 


If things were perfect, a good many 


of us would be out of a job. 





Eveready Daylo Picture Contest Has Begun | 


ULLY 50,000 electrical, sport- 
ing goods, hardware, drug and 
automobile accessory — stores 
throughout the United States and 
Canada are playing an important part 
in the big Eveready Daylo picture 
contest which began on June 1 and 
will continue until August 1. Their 
windows are being very carefully 
studied, for only there may the pub- 
lic see the remarkable and interest- 
compelling picture that is the focal 
point of the contest. Everybody 
seems anxious to hang a name on this 
picture without a title because there 
is $10,000 in prize money awaiting 
those who are most successful. The 
luckiest individual will receive the 
grand award of #3000 in cash, and 
the second luckiest will get #1000, 
while there are 102 others who will 
win from %250 to #10 each. 
Everyone who sees the picture goes 
inside the store and gets one of the 
free blanks on which answers must 
be written to secure consideration. 
“The purpose of this contest,” the 
blank reads, “is to discover uses of 
portable electric lights (receiving cur- 
rent from self-contained batteries), 
which are of unusual service to the 
public, in convenience, comfort and 
safety.” 
It explains that the best use is sug 
gested by the letter shown in the 
picture, and gives a list of the cash 


prizes that will be awarded for the 
best summary of this letter. There is 
a short description of the picture, a 
few words telling the basis on which 
the prizes will be awarded and spaces 
for the answer and the name of the 
contestant. 

On the reverse side of the blank are 
the contest rules, which clearly define 
the simple conditions under which en- 
tries must be made to be considered 
by the judges. Any number of an- 
swers may be submitted by contest- 
ants, but each must be written on a 
separate entry blank. Twelve words 
is the limit for answers, and they must 
suggest uses to which the Daylo may 
be put. 

It will be remembered that. the 
name of Daylo was suggested in a 
prize contest four years ago. Four 
contestants submitted the name 
chosen, so that the prize money of 
$3000 was multiplied by four. The 
same policy will be followed in the 
present contest. If two or more con- 
testants submit the identical answer 
selected by the judges for any prize, 
the full amount of that prize will be 
paid to each. 

The Eveready Daylo contest offers 
a big opportunity to the public for 
exercising their imagination, with the 
possibility of cashing in handsomely. 








These three hungry looking (???) gentlemen were just envying the horse with 
the feed bag. But you should have seen what these fellows did to a perfectly in- 
nocent chicken (I mean the barnyard fowl) a few minutes later. “I love my oats 
but O you chicken!” We will now sing the last verse which is strawberry short 
cake. Well anyway, from left to right is Irving Protoss, manufacturers’ agent, 
James E. Reaney, sales manager, Crannell, Nugent & Kranzer, and Thomas S. Nolan, 


New York representative, Edwards & Co. 





Yes, they’re all of “New Yawk.” 
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The Apex Cleaner Develops 
Merchants, Not Mechanics 


You, as a good salesman, like to get something more than immediate profit out 
of a sale, and that something is satisfaction. Nothing makes you feel better than, 
on the next trip around, to find that the appliance you put on a dealer’s floor has 
been sold and is staying sold without need of service attention. That is where the 
Apex Cleaner comes in. 


Many a d saler has chosen the Apex because he has decided to be a merchant, 
not a mechanic. His own experience has shown the Apex to be as nearly 100 per- 
cent troubleproof as a suction cleaner can be. 


The day after day service a woman expects from a Cleaner is inbuilt in the 
Apex. Materials of the highest grade are incorporated into this machine in such 
a way that they not only function splendidly, but establish an extraordinarily effi- 
cient construction for cleaning and workability. : 

And when accident makes new parts necessary they are readily obtainable from 
the Apex distributor without any delay or trouble. 


Dealers may learn all about the Apex propo- 
sition by writing their nearest Apex distributor. 


THE APEX ELECTRICAL DISTRIBUTING CO., 
1067 East 152nd St., Cleveland, Ohio. 
Made in Canada by 
APEX ELECTRICAL MANUFACTURING CO., LIMITED, 


102-104 Atlantic Ave., Toronto, Ont. 
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This is the Apex exclusive 
inclined nozzle that gets dirt 


in the hard-to-get-at places, 
ee in corners and under things. 
a 




























The Apex nozzle is divided. an 
exclusive feature. This distributes 
the suction so that the corner ot 
the nozzle gets dirt as eagerly as 
the center. ; 



































APEX DISTRIBUTORS 

MOORE-HANDLEY HDWE. CO 
Birmingham, Ala 

ELEC. RY. & MFR'S. SUP. CO 
San Francisco, Calif. 

ILLINOIS ELECTRIC CO. 
Chicago and Los Angeles 

THE NEW ENGLAND ELEC. CO 
Denver, Col 

DOUBLEDAY-HILL ELEC. CO 
Washington, D. C. 

LIVINGSTON-YONGE CO. 
Jacksonville, Fla 

GILHAM-SCHOEN ELEC. CO 
Atlanta, Ga 

INTERSTATE ELEC. CO 
New Orleans, La 

WETMORE-SAVAGE CO 
Boston, Mass 

THE STROUD-MICHAEL CO. 
Cleveland, Detroit, Pittsburg 

HACKETT, GATES, HURTY CO 
St. Paul, Minn 

FUNSTEN ELECTRIC CO 
Kansas City, Mo 

CENTRAL TEL. & ELEC. CO 
St. Louis, Mo 

ELECTRICAL BPQUIPMENT Co 
Butte, Mont 

THE KORSMEYER COMPANY 
Lincoln, Nebr. 

NEWARK ELEC. SUPPLY CO 
Newark, N. J 

H. I. SACKETT ELECTRIC CO 
Buffalo, N. Y. 

KIMBALL ELECTRIC CO 
New York City, 

UTICA ELEC. APPLIANCE CO 


Utica, N 

CAROLINA STATES ELEC. CO 
Charlotte, N. C 

UNITED ELECTRIC CO 
Oklahoma City, Okla 

FOBES SUPPLY COMPANY 
Portland and Seattle 

FRANK H. STEWART ELEC. co 
Philadelphia, Pa 

JAMES SUPPLY COMPANY 
Chattanooga, Tenn. 

SMITH-PERRY ELECTRIC 
Dallas, Texas 

THE MINE & SMELT. SUP. ©CO 
El Paso, Texas 

TEL-ELECTRIC COMPANY 
Houston, Texas 

INTER-MOUNTAIN ELEC. CO 
Salt Lake City, Utah 

W. M. REAY & COMPANY 
Norfolk, Va. 

E. W. MURRAY LIGHTING CO 
Spokane, Wash. 

THE FRONT COMPANY 
Wheeling, W. Va. 

CANADIAN 

McDONALD & WILLSON, Lid 
Toronto and Winnipeg 

DAWSON & COMPANY, Lid 
Montreal and Winnipeg 

THE EASTERN ELEC. CO... Ltd 
St. Johns, New Brunswic! 

SUN ELECTRICAL CO., Ltd 
Regina, Sask 

GENERAL SUPPLIES, Ltd 
Calgary and Edmonton Alta 

E. B. HORSMAN & SON 
Vancouver, B. C 
FOREIGN COUNTRIES 

BARTLE & CO. 
Johannesburg, South frica 

H. FUHRMAN & COMPANY 
Buenos Aires, Argentina 


J. MITCHELL 


Prahran, Australia 
DUNCAN WATSON & CO 
London, England 
SOCIETE D’ELECTRICITE MORS 
Paris, France 
R. S. STOKVIS & ZONEN, I 
Rotterdam, Holland 
MONTI & MARTINI 
Milan, Italy 
E. W. MILLS & COMPANY 
Wellington, New Zealand 
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Smiles and the Clerk 


Advice to the Sales Clerk that Applies as Well to Jobbers’ Salesmen 


HOLE reams have _ been 
written about the value of 
a smile in making a sale, 
but the clerk no matter what he is 
selling does not realize even yet the 
full effect of a smile—an honest to 
upon the customer. 





goodness smile 

It is not necessary to smile all the 
time, but no customer should be 
allowed to escape without getting the 
benefit of at least one smile. If the 
clerk regretfully tells the customer 
the article wanted is not in stock, a 
smile can accompany the announce- 
ment. If he tells the customer he will 
be glad to show her what she wants, 
he can smile when he says it. If he 
merely points to the right aisle he 
can smile. 

Now it is not necessary for the 
clerk to claim he can’t smile all the 
time, that he does not feel like smil- 
ing, that a fixed smile is worse than 
none, that the customer will think it 
is a flirtatious smile. It has been 
proved again and again by doctors 
and ministers if by no one else that 
a real I’m-glad-I’m-alive smile, or an 
I’m-so-glad-to-see-you smile can be 
brought to the face instantly. The 
doctor who did not have a cheery 
comforting smile as he greeted his 
patient, would have a small practice. 
He may have had a sleepless night, 
he may have just left a cranky and 
unreasonable patient, but his next 
patient gets the full benefit of his 
smile as though he had no troubles 
in the world. The minister knows that 
he can counteract the entire effect of 
a hard written sermon by not giving 
the member of his congregation he 
meets the cheerful I-know-you-and- 
am-glad-to-see-you smile which that 
person expects. 

What the doctor and the minister 
can do, the clerk can do. It is even 
more to his advantage. If the clerk 
is gifted with a pleasant personality, 
all the better. If he is not, if smiling 
comes hard to him, then he must culti- 
vate the art. If a clerk was told that 
wearing a particular style of suit 
would win him twice as many sales, 


By ERNEST A. DENCH 


he would at once make an effort to 
purchase that suit. Because a smile 
costs nothing but a little effort, does 
not mean that it has little value. It 
has the greatest kind of value: 

The customer who has to be told 
an article is out of stock will appre- 
ciate the smile with which this an- 
nouncement is made. He will think 
that the clerk is not to blame, that 
the clerk is sorry. He may even go 
so far as to blame the management for 
not having the article in stock so that 
nice clerk could sell it. The grumpy 
customer feels the force of the clerk’s 
smile even if he can not smile him- 
self. The tired customer feels a little 
more rested, the cheery customer a 
little more cheery. Why is it so easy 








“Why didn’t you order two thousand 
instead of one thousand of those ‘three 
phase fuse plugs?’ I'm all run out now 
and the factory says that if I’m a real 
good boy and will look sweet and pretty 
maybe they'll be able to send me some 
more about the year 2000.” Joseph A. 
Burger, sales manager, Royal-Eastern 
Electrical Supply Co., New York City, is 
raising “Cain” with Herman Goldman, 
purchasing agent, same firm, for being 
20 stingy with his order numbers and 
Joe's “Abel” to, too. 


for the clerk to smile at the cheerful 
customer by the way? Because the 
clerk feels the heartening effect of 
the customer’s smile. 

It is necessary to emphasize em- 
phatically that the smile must not be 
a stage smile. The clerk can and 
should be so interested in his cus- 
tomers and his sales that the smile is 
a genuine one. After say a week of 
honest trial, he will see the differ- 
ence in his sales. So will his employer. 
Also the clerk himself will find it 
easier and easier to be genuinely in- 
terested, even if the customer is a 
fault finding one. The more cranky 
the customer, the more necessary the 
smile. Perhaps the customer goes 
away without buying after all. Per- 
haps he does not appreciate at once 
the winsome smile the clerk gave him. 
But wait until he goes into another 
store and the clerk answers him in 
the same mood, or gives him a forced 
smile or none at all—then he will 
appreciate the clerk with the real 
smile. It is not an unheard of thing 
to have the customer go back and buy 
at the other store. It is much easier 
for him to do if he can remember that 
the clerk smiled at him, and was 
regretful but not resentful over hav- 
ing to show merchandise which the 
customer did not buy. 

And finally, it is hard for a elerk 
to smile—that is, really smile—and 
not also be friendly, courteous and 
anxious to please. 





F. A. Ketcham Honored 

Recently Frank A. Ketcham, gen- 
eral sales manager, Western Elec- 
tric Co., celebrated his twentieth year 
with that company, in commemoration 
of which event he was awarded one 
of the customary twenty-year service 
medals. Mr. Ketcham started his 
career with the Western Electric Co. 
back in April, 1900, as head of the 
advertising department in Chicago. 
In the interim he has held many im- 
portant positions with the company, 
finally coming to his present office in 
December, 1918. 















Fresh Linen Every Morning! 

















—the A-B-C message to sweltering America 
in the July 3rd issue of the Saturday Evening Post 
and the August Women’s publications, reaching over 
seven and one-half million homes. 









































—plus 25,000 


LANS and preparations have been made to produce 

25,000 more A-B-C Washing Machines during the last six 

months of this year than in any similar period in our history. 
When A-B-C distributors and dealers were recently given this good 
news, their response was instantaneous and gratifying. One dealer 
expressed his pleasure by saying: “‘At least we’ll fell safe in running 
an A-B-C ad in the newspapers.’’ 

A-B-C 


Although the output of A-B-C Super Electric Washers has been 
multiplied several times in the past eighteen months, the dealer who 
has been able to supply more than half his demand has been the ex- 
ception rather than the rule. And this in spite of the fact that only a 
very small number of agencies have been assigned during the past year. 

A-B-C 
The A-B-C Agency Franchise has long been the most sought-for 
connection in the entire washing machine industry. And with 
our increased production materializing very rapidly, we feel safe 
in ‘‘letting down the bars’’ temporarily. We will welcome cor- 


respondence with interested dealers in localities not adequately 
served at the present time. 


Altorfer Bros. Company 


Foreign Sales Dept. 
19 Park Place, New York PEORIA, ILLINOIS 
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How the Manufacturer 
Can Help 


By E. A. Norton 
Pacific States Elec. Co. 


STARTED out to answer the 
I question “What help do the Job- 

ber’s salesman want from the 
manufacturer?” but find that I have 
digressed to the extent that it comes 
nearer answering the question, “What 
would you advise the manufacturer to 
do, in order to have the jobbers’ sales- 
men put his goods over for him?” 

1. The electrical manufacturer, be 
he of pole-line material or its new 
brother ‘merchandise’, can help most 
first, last and always by having a 
strong definite policy of distribution. 
Convince us of your integrity, that 
you will sell through legitimate job- 
bers only. Take no orders direct, be 
they large or small. Stand or fall 
on this policy. Allow the jobber a 
living profit, so that the boss will be 
pleased with order for your goods. 

2. Help us by producing articles 
Don’t make “get by” 
stuff. Make them right before you 
expect us to sell them. Don’t make 
us discover defects through our cus- 
tomers’ complaints. Convince us of 
your honest endeavor to produce 
quality. 

38. An ounce of prevention is 
worth a pound of cure and 10 cents 
more of mica is worth a repeat order 
anytime. Put your products in at- 
tractive packages. Even insulators 


of quality. 


(high or low tension) create a sense 
of quality when packed in clean 
Sockets 


sell easier when attractively shown in 


handy strong containers. 


counter display cartons. Would you 
buy pork and beans in a can without 
a label? Get me? Put the retail 
price (if it is merchandise) on the 
package. Benjamin Cluster Plug 
bellows out, “I’m $1.25.” Sister 
Key Socket whispers, “Ask and you'll 
find out.”” I’m not quite sure, in other 
stores my sisters sell for more and 
sometimes less than I do.” 

4. Certain wise jobbers handle 
only one line in a class. For instance 
“Everlasting” Heating Devices, 
“Neverfail” Insulators, “Ezinstall” 
Wiring Devices and no competing 
lines. The manufacturer of these 
lines can help us by being progressive, 
improve standard items, bring out 
from time to time new ones. Let us 
know you are on your toes. Give us 
something new to talk about, a new 
idea that our competitor has not, so 
that we can make his old steady cus- 
tomer ashamed that he is buying from 
an unprogressive jobber. Oh! some- 
one give me an unbreakable attach- 
ment plug cap that the contacts will 
not come loose and drop out of. Re- 
member the old 9386 sockets, recall 
those fat orders when the interchange- 
able line came on the market. Look 
at the increase in fuse sales due to the 
refillable one. The wise manufac- 
turer will be a “bell cow” not tag 
along behind. Lucky is the salesman 


(not in a big jack pot) who sells a 
progressive manufacturer's line. 

5. The manufacturer does help by 
his advertising, and his policy should 
be a broad one, embracing the con- 
suming public, the retail dealer, and 
the jobbing distributor. Unfortunate- 
ly some manufacturers use the same 
medium for all three, and waste their 
money. It’s like trying to shoot birds, 
duck and Bolshevik with No. 6 shot. 
It isn’t how much money you spend, 
it is how and where you spend it. 
Give me the value of the circulars 
and advertising material, laying un- 
distributed, unread and dust covered 
on the jobbers’ and dealers’ station- 
ery shelves, and like my old friend 
Bill Goodwin, I will “hie me back” 
to a California farm (not too far away 
from San Francisco). , 

Create a demand, Mr. Manufac- 
turer, and the jobbers’ salesmen will 
at least double it. Make an article 
that you are proud to bear your trade- 
mark and we will feel it a privilege 
to be able to sell it. Give the most 
quality for the price, and salesmen 
will make you increase your plant. 
Have your own men do some mission- 
ary work. No self respecting peddler 
wants your men to get his order for 
him. 

And last of all, sell your line to the 
jobbers’ salesmen not to the purchas- 
ing agent. Repeat orders are what 
you want, your goods on the jobbers’ 
shelves must get to the dealer through 
the jobbers’ salesmen. 





Historical Stuff 


While the sexton tolled the church 





ERE again we have a scene 
A in the electrical supply job- 

bing field as in the days of 
yore—in the good old days when 
pigs were swine, as it were. Seated 
at the desk behind the electric fan 
is that still familiar figure, N. G. 
Harvey, vice-president and general 
manager of the Illinois Electric 
Co., Chicago and Los Angeles, and 
eminent counsellor in the Elec- 
trical Supply Jobbers’ Association 
on merchandising methods and 
principles. 

Many changes have been 
wrought since these days of crude 
electrical devices prominent and 
conspicuous among which is the 
pronounced change that has taken 
place on the top of Mr. Harvey’s 
head. In the place of the abun- 
dant growth which is seen in this 
picture, taken back in 1900, is a 
decided barrenness which reminds 
me of the little poem which I read 


long ago. It “runneth”: 
As the organ pealed bananas, 











Intinois Exectric Co. 20 Years Aco. 
Since this photo was taken in 1900, this company jng their ship called “Advance- 
in V. G. Eastman’s Live Wire, not has increased in size until it occupies practically ment” along a straight and true 


all the space in its large five-story building and course that is leading to that goal 
has established a branch almost equal in size in of greater efficiency and closer 


Lard was rendered by the choir; Los Angeles, Calif. 


bell 
Some one set the church on fire. 
“Holy Smoke!” the parson shouted, 
As the flames ate up his hair; 
Now his head resembles heaven, 
For there is “no parting there.” 


Flames, I am sure, had nothing 
to do with the disappearance of 
Mr. Harvey’s raven locks, but by 
harking back to that old axim, 
“Grass never grows on a_ busy 
street” we have the probable solu- 
tion to the conundrum. 

For more than twenty years Mr. 
Harvey has sat at a desk near this 
spot (although surroundings have 
materially changed) thinking out 
better and more profitable plans 
for merchandising electrical sup- 
plies. And through the aid of Mr. 
Harvey’s expert advice electrical 
jobbers have been constantly steer- 


harmony. 
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Be Careful What Soap Is Used 
In Your Washing Machine 


If an inferior grade of soap is used in washing machines and the clothes 
are injured or poorly washed—it is dollars to.doughnuts the machine gets 
the blame—and your future business relations are jeopardized. 


When you supply your customer with a carload or more of washers, you 
want to feel that you have not only sold him a type of machine that is 
satisfactory in every way, but in order to get “repeat orders” everything 
connected with the sale must be satisfactory. 


Kirk’s Flake White Soap 


Is the result of eighty years of soap making experience. This famous brand is used 
in millions of homes. A nationally known leader. Especially adapted for wash- 
ing machine use in any water. 


It is cheaper to 
buy good soap 
than new clothes 





Don’t let your customer’s 
customer use a soap that 
contains bleaching alkalis 
and other impurities. Rec- 
ommend Kirk’s and make 
certain of your repeat orders 


for washing machines. 























JAMES S. KIRK & COMPANY 


Scientific Soap Makers For 80 Years 
CHICAGO, U. S. A. 























THE JjOBBE r’s [Ay SALESMAN 





THE LESSON OF THE JURY ROOM 


juror in a quite celebrated murder 
trial that occurred a few years ago. 
It happened at a time when I was 
suffering a bit from overwork, and I 
was in just the right mood to regard 
the prospects of sitting through that 
trial in the capacity of a juror as 
something that I wanted very much 
to do. I was accepted promptly. My 
duties were begun with no idea of the 
lasting benefit to accrue to me from 
that experience. 

“The evidence was of the so-called 
“circumstantial” variety, and the de- 
fense hinged upon the jury’s ability 
to steer a straight course between 
fact and presumption. The facts 
were not favorable to the prisoner; 
he was known to have held a grudge 
against the murdered man, and_ he 
admitted as much under cross exami- 
nation. QOne’s first impulse therefore 
encouraged the assumption that his 
confession of a motive for taking life 
implied his having done so. The 
problem of the defense was to show 
that some one else had beaten the 
prisoner to it, so to speak. 

“The trial was a long one, and the 
judge's charge to the jury came as a 
late seeker for lodging in minds 
already filled to overflowing, although 
as developed later there was one mind 


present upon which 


(Continued from page 11) 


One or two were emulating the Queen, 
in “‘Alice in Wonderland,” by crying 
“off with his head,’ without being 
able to explain the reasoning they had 
employed in arriving at that decision. 
Altogether it was a veritable chaos of 
conflicting desires and opinions. The 
jury was in a fair way to get itself 
discharged. Then the man to whose 
methods I owe much took a hand. 
“The man I have referred to always 
had enjoyed considerable leisure and 
means, and he had employed his op- 
portunities to delve into all kinds of 
queer “ologies” and “isms,” as I 
learned later. Anyway, he took that 
jury in hand and proceeded to make 
their “minds go along with his.” 
While they were wrangling back and 
forth he had busied himself with a 
pencil and some bits of paper. Then 
he asked that they all pay attention 
to him for a moment, encouraging 
their doing so by placing before each 
man one of the bits of paper. They 
were all alike. What he had written 
there was a simple problem in addi- 
tion and subtraction—-one plus five 
plus nine minus two plus four plus 
one, I think it was. For a short space 
there was complete silence; the oddity 
of the proceedings had knocked all 
the talk out of us. Finally he said in 


effect that he knew surely that every 
man present wished to render a just 
verdict, and to have the trial con- 
cluded as speedily as possible. He 
would volunteer to make it easy for 
them to do that, if they would oblige 
him first by putting down the answer 
to the little sum written on the bits 
of paper. Some of those present 
looked at him queerly, as though thes 
suspected his reason had been affected. 
But he quickly assured them that he 
was in dead earnest and that there 
was method in his seeming madness. 

“Each one present put down the 
correct answer to the sum promptly, 
of course. Having satisfied himself 
regarding the accuracy of their arith- 
metic he asked if any one present had 
noted that there were just six big 
points of vital evidence adduced dur 
ing the trial, three in the prisoner's 
favor and the others to the contrary. 

“The significance between that fact, 
which none of us had noted in just 
that way, and the character of the 
problem he had given us became ap 
parent to us all in a moment. Then 
he cut loose with his heavy artillery, 
so to speak, and proceeded to pound 
us into the form of a correctly fune 
tioning jury. I don’t know just to 
what extent the others made use o;{ 


the things he told 





it made a lasting 
impression. How- 
ever, it soon devel- 
oped, after we had 
retired to the jury 
room, that agree- 
ment upon a ver- 
dict was unlikely. 
Some of the jurors, 
men of not too 
much _ intelligence, 
were unable to 
overcome the pred- 
udice aroused by 
the recogni- 
tion that the pris- 
oner had had a 
grudge against the 
victim. Others 
were floundering 
hopelessly in a sea 





“WHERE CAN 1 FIND | 
AN \NEXPENSIVE RESTAURANT ? 
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us, but, speaking 
for myself, all that 
he said went dou- 
ble for me—first. 
as applying to our 
duty as Jurors, 
and, second, as the 
greatest tip on the 
art of selling that 
had ever come my 
way. As nearly as 
I ean reeall his 
words, the talk he 
gave us ran some- 
think like this: 

“ “Gentlemen, he 
said, ‘no man. who 
has been busy with 
other things need 
take shame to him 
tf self because he r 








of imperfectly di- 
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gested 
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When Your Customers’ 
Customers Say 


**Tt Doesn’t Wash Clean’’ 


OAKITE is a cleaning compound particularly suited 
to electric washing machines and dishwashers. It 
practically insures the satisfactory operation of such 
machines even under most adverse conditions. 


You jobbers and jobbers’ salesmen are not interested 


in selling cleaning compound, but you are interested in 
selling washing machines. You are interested in 
cutting down your dealers’ selling expense, servicing 
expense, complaints and come-backs on these ma- 
chines—most of which troubles can be traced to un- 
suitable soap. 


You will soon see OAKITE advertised in the elec- 














for OAKITE. 


and— 


is the line that will catch 
your eye in our trade ads, 
every one of which will state 
plainly and forcefully that 
we do not want direct busi- 
ness. 


Finally; OAKITE is not 
on the general market—elec- 
trical jobbers are not asked 
to go into competition with 
grocery jobbers. We are sell- 
ing almost the whole output 


























SZ 


on aon 


trical trade press. Jobbers’ salesmen will have calls 


We prefer to supply the trade through the jobbers, 


Order Through Your Jobber 


of OAKITE now in bulk to 
industrial plants, but manu- 
facturers of electric washers 
have induced us to offer it in 
package form to the electrical 
trade because OAKITE has 
been proven the most effec- 
tive cleaner for use with elec- 
tric washing and dishwash- 
ing machines. We desire 
and earnestly solicit the job- 
bers’ co-operation in our plan 
of distribution. 


OAKLEY CHEMICAL COMPANY 


22 THAMES STREET 
NEW YORK 


LATEST PRODUCT 
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ihe had lacked opportunity to study 
out for himself; so I am sure you wiil 
accept in good part the things I am 
going to tell you. For many years it 
has been my special pursuit to under- 
stand something at least of the proc- 
esses by which we arrive at the 
opinions we hold upon this or that 
subject. Because of that enlighten- 
ment I believe I can see why we so 
far have failed to come to a proper 
agreement regarding the evidence we 
are here to consider. The reason is 
that we are not as one in our under- 
standing and appraisal of the evi- 
dence. Otherwise, there would be but 
one conclusion drawn from the evi- 
dence, just as all the answers to the 
little problem in arithmetic are as 


» >»? 


one. 

““‘Now, he continued, ‘there are 
six vital pieces of evidence, three in 
favor of the prisoner, and three to 
his disfavor, just as in the little prob- 
lem three of the factors are positive 
and three are negative. Suppose, 
therefore, that we make up a new 
problem, putting down the six pieces 
of evidence instead of the numerals 
as used in the original problem, leav- 
ing the plus and minus signs as they 
are now. Also, as we put down those 
pieces of evidence let us come to an 
agreement regarding the significance 
and importance of each. Then I am 
willing to venture the prediction that 
we will all be in accord regarding the 
answer to be supplied to our problem.’ 

“We did just that. Considerable 
discussion was required to arrive at 
an agreement concerning the meaning 
and importance of each of the pieces 
of evidence, but we finally got to- 
gether on those points, and laid down 
our problem accordingly. From then 
on everything ran just as smoothly 
as butter. There was only one con- 
clusion to be drawn fairly from the 
evidence as presented in that light. 
We drew it, to a man. The prisoner 
was declared innocent. I have never 
changed my mind upon that score in 
the slightest. But you can take it 
from me that, as a result of that ex- 
perience, coupled with some further 
talk which I had with that man after 
the trial, I did make some very radi- 
cal changes in my conception of the 
requirements for success in selling. 
And while reeling this stuff off in this 
manner makes me feel sort of school- 
‘ teacher-ish, I do honestly believe that 
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DISON SERVICE 
IN BOSTON 
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spate to electrical jobbers — but a few 
steps from the South Station — our Boston Service 
Station is ideally located. 


Salesmen for electrical jobbers while in the Boston jobbing district are 
invited to drop in and see our facilities for giving prompt and complete 
service on any item in the Hotpoint, Edison or Hughes line. Our of- 
fices, display and repair departments have been enlarged and remodelled 
with an eye to the creation of greater efficiency in giving Service. 


The Boston Service Station is only one of eleven similar stations main- 
tained by us in different parts of the country for the convenience of 


our customers. 


EDISON ELECTRIC APPLIANCE COMPANY, Inc. 
CHICAGO 


Ontario, California Atlanta 
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LUMINOUS SPECIALTY COMPANY: 


MANUFACTURERS OF 


THE EYE SHIELD DIFFUSER anv LIGHTING SPECIALTIES 


236-238 SOUTH MERIDIAN STREE” 





INDIANAPOLIS 


July --, 1920. 


Dear Mr. Salesman: 


Eliminates Glare - Decreases Spoilage - Increases - 
Production -jIncreases Profits. 


These are some of the advantages obtained by 
the use of the Eye Shield Diffuser. 


"Recent investigations have shown that proper 
light diffusion has resulted in important in- 
creases in production, in some cases by 17 per 
cent, against installation costs of one-half 
to two per cent." - Factory. 


Talk to your dealer along these lines and he 
will realize that he is losing business when 
he doesn't push the Eye Shield Diffuser. 


/ 


We have the most efficient diffuser on the 
market today; absolutely the lowest in price; 
it's not built for an ornament. We don't claim 
it is, but we do claim that the Eye Shield 
Diffuser will do the work best, within the 
limits of its capacity of 200 Watts. 


The Eye Shield Diffuser can be installed 
by the customer in less than two minutes in any 
existing drop fixture. It requires no change 
in wiring or equipment and can be used with 
any approved reflector or shade. 


Some fellows think summer is a poor time to 
sell lighting accessories. I know one jobber 
who sold 18,000 electric fans in January when 
the snow was two feet deep. 


Yours to cooperate, 


HEC-J 




















| your readers will profit by thinking 
| about these things, and putting them 


into practice. However, I'll give you 
my conclusions. If they make the 


story too long, leave them out. Here 


they are: 


| How-To's’ from the experience of an 


able salesman 
“1—It is my firm belief that if all 
people had the same understanding of 


'facts that they would be in accord 
‘regarding conclusions derived from 
'those facts, just as they are in doing 
‘sums in arithmetic. True, mistakes 
are made in doing arithmetic sums, 
' but that can only be because the sig- 
nificance and value of some one or 
‘more of the factors is not correctly 
understood. The same holds true re- 
‘garding difference of opinion; the 
material out of which such opinions 
‘are fashioned is not understood in 


like manner by all. 
“Take this question, for instance: 
Where can I find an inexpensive res- 


‘taurant? Put that question to a 
_policeman,’a club man, and a news- 
boy. Ill lay long odds that the 


directions in each instance will be 


| different, simply because each of those 


questioned will interpret the question 


differently. Thus it goes. Ask your 


readers to experiment with that and 
other simple tests, and they will 
quickly secure conclusive reasons why 
it is fatal to success in selling to get 
into the habit of talking by rote, of 
using the same arguments and saying 
the same things to all prospects. No 
two of us look at things precisely in 
the same light. For that reason, the 
man who would succeed in a big way 
in selling must suit his talk to the 
understanding and intelligence of his 
prospect—he must ‘be all things to 
all men.’ 

“The arguments and facts em- 
ployed in affecting the sale of some 
article of merchandise may be iden- 
tical, but the presentation, if it is to 
be truly effective, must be adjusted 
to the understanding of each prospect. 
Few salesmen remember to do that. 
Hence, few really big salesmen. 

“2—-I believe that every conversa- 
tion with others should contribute 
something definite to our knowledge 
of selling, or, at least, to our practice 
in the art. Because every conversa- 
tion supplies opportunity for practice 
in getting the idea, the argument. 
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Why not hire Mr. E. Lectricity 
to work on the farm? 


Sure there is a shortage of farm labor. We all know 
that. However, here is a fellow, who, when properly 
equipped, is a glutton for work. He can milk ,cows, 
pump water, churn, and do household duties all at the 
same time. He will be on the job when you want him, 
never gets tired, never complains about overwork, and 
never wants a day off. 


Some hired man, we'll say 
His services are much easier to obtain than is gcuer- 
ally supposed. 


Jobber’s Salesman 
Get the central station managers, contractor-dealers and 
farmers together in your territory and you will find them 
receptive to this improvement. And when you buy equip- 
ment for the line why not buy the best. Beginning with 
the eyed: switching and protective equipment why not 
make a bang-up job all the way down the line. 


“Three E Combination L” 


is the logical equipment for the primary side of the trans- 
former. It’s the essence of simplicity, sturdy, fool proof, and 
effective in operation. Let us send you our literature on 
this new development. 
Electrical Engineers Equipment Co. 
35 S. Desplaines St., Chicago 21 Park Row, New York 
Sales Offices in All Principal Cities 
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Why Wait? 


Time is slipping fast. We want 
you to get your share of the cash- 
able commotion Van Xmas Tree 
Candlesticks will create this Xmas. 
The enly item of its kind. 

























wonderful ornamental attach- 
ment that reproduces the 
cheerful glow of the “old- 
time’ candle. A reflector 
and socket holder, all in 
one, that will fit any elec- 
tric tree outfit. Snow white 
enameied metal tubes with 
red, blue, green and 
gold reflector pans; two 
of each color in a set of 
eight. Retails for $1.25 
per set. 


Orders are com- 
ing in quicker 
than we expected, 
which goes to 
show the appre- 
ciation and far- 
sightedness of the 
jobbing trade. 


Don’t let the 
other fellow 
beat you to 
it. Have the 
‘‘Boss’’ or- 
der your 
sample set 
today — right 
now. 


C. B. Van Antwerp & Co. 
53 W. Jackson Blvd. Chicago 




















Sign 


Subscription 
Coupon 
on Page 101. 


+ ro 


WATCH FOR THE KEY 
to this formula in the August 
issue of The Jobbers’ Sales- 
man and in the August 28 
issue of The Saturday Eve- 
ning Post. 











across. And to my way of thinking, 
salesmen incline to lose out rather 
because of failure to get the idea 
across than through lack of ideas and 
arguments to be got across. 


“To have sound and conclusive 
reasons why the prospect should sign 
on the dotted line is one thing, but 
the reason must make a place for 
itself in the prospect’s mind if it is 
to be of value in affecting the sale. 
The trick is in selecting just the right 
words and methods to freight the idea 
across to the prospect. 

“IT have made it a practice for years 
to scrape acquaintance with people on 
trains and elsewhere, and then lay 
myself out to change their views on 
whatever the subject that chanced to 
come up for conversation. Many times 
it has happened that my own views 
accorded fully with those of the other 
fellow, but in spite of that I have 
learned a lot by taking the other side 
of the question and upholding it as 
my own. It is the very best practice 
I know of for the man who would 
acquire mastery in the art of per- 
suading others. 

“8—To supply a second argument 
or reason before the prospect has 
thoroughly understood the first acts 
usually only to befog the issue. The 
habit of reading hurriedly and with- 
out fully digesting what is read, of 
speaking carelessly without having 
fully developed the thought first, is 
very general. In that respect we all 
are guilty in some degree. The sig- 
nificance of all that is that the things 


we do habitually are the things w: 
have hard work to keep from doing, 
even when we desire to do otherwise. 
The salesman tends to speak care- 
lessly, the prospect listens without 
making sufficient effort to digest. 


“Care and attention to those things 
will pay big dividends in the way of 
additional sales. The point is worthy 
of serious consideration by all of your 
readers. 

“4——Tell your readers to be sure 
that the arguments and reasoning they 
employ really do conduce to the con- 
clusion they would have the prospect 
draw. Often when salesmen speak 
carelessly the conclusions to be drawn 
from what they say differ materially 
from what was intended. 

“The principles of logic are well 
within the grasp of all jobbers’ sales- 
men, and an elementary treatise on 
the subject can be secured for a small 
sum. And any salesman who will take 
up the study of that subject will learn 
thereby to think straighter and talk 
more convincingly. He will be aided 
also in detecting and exposing falla- 
cies in the reasoning of his prospects. 

“In conclusion let me say that any 
salesman who strives for betterment 
along the lines I have indicated will 
benefit enormously. The present need 
for those who can think straight and 
convey their conclusions to others in 
an understandable manner is great 
and will become even more insistent. 
I feel sorry for the salesman who does 
not recognize that fact and prepare 
himself accordingly.” 








“Pretty nifty boat, eh fellows?” John A. Georgi, assistant sales manager, A. T. 
Knowlson Co., Detroit, Mich,, looks as though he thinks so anyway. John always 
wears one of those smiles that can’t come off and we have a sneaking idea that this 
is one of the reasons why so many dealers buy from the Knowlson Company. 
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Won't Break! 


TKINS “AAA” Non-Break- 

able Hack Saw Blades are 
manufactured expressly for the 
toughest, roughest and most in- 
accessible work. Their special 
temper and superior material 
assure you of the highest cutting 
efficiency on every job. The 
teeth are milled and set to give 
at least 50% more cutting service. 


It goes without saying that At- 
kins “AAA” Non-Breakable 
Hack Saw Blades will out-wear 
and out-cut any “‘All-Hard”’ blade 
in the world. Users find that 
they are economical because they 
will not snap. Get Atkins Hack 
Saw Chart. It lists the correct 
blade for every use. 

















WRITE FOR DESCRIPTIVE LITERATURE ON 


Atkins KWIK-KUT and 
Metal Band Saw Machines, 
Circular Metal Saws, Etc. 





E. C. ATKINS & CO., INC. 


Established 1857 Home Officgsatid Factory, INDIANAPOLIS, IND. 





Canadign'Pactory, HAMILTON, ONT. Machine Knife Factory, LANCASTER, N. Y. 
athe Gas BRANCHES CARRYING COMPLETE STOCKS IN ALL LARGE DISTRIBUTING 
CENTERS AS FOLLOWS: of 
Chicago Memphis New Orleans Portland, Ore. . Seattle Sydney, N. S. W. 
Atlanta Minneapolis - New York City San Francisco. - é-Mencouver, B. C. Paris, France 
y . 








ATKINS 7@/BLADES 





= 
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Patented 


Beating the “Savage” 
Mail Clerk 


Speed's the idea with the Post Offices. It has 
to be—and there is no time for handling things 
with gloves on. 


What a chance it was, then, to mail a few 
thousand Sherman Fixture Connectors by simply 
screwing them on the wire of a mailing tag, as 
shown above. 


But we wanted to show how Sherman Fixture Connect- 
ors hold—and we'll say we did. Of the thousands of 
tags sent out in this manner, we got nota single com- 
plaint of tags being received without the connector. 


But we did get orders— yes, plenty of them—requests 
to furnish through jobbers. 


You know it is a little thing, that: Sherman Fixture 
Connector, easy to carry—and_ showing plainly the three 
features that make it “the perfect connector for small 
wires” —all brass, screws can’t come out, no “wrong place” 
for the wires to go in. 


Sherman Fixture Connectors carry a plump profit 
-here’s an item you want, Jobbers’ Salesmen 


H. B. SHERMAN MFG. COMPANY 
BATTLE CREEK, MICH. 


SHERMAN 


FIXTURE CONNECTOR 


‘‘The screws can’t come out’’ 

















——— ——————————— 


The Radio Opportunity 
(Continued from page 8) 

The third and much better method 
of handling a proposition of this kind 
is to establish what might be termed a 
radio department. The first two 
methods outlined above could act as a 
forerunner of the third method about 
to be described. The experience of 
the dealer with the few specialties 
which we suggested his handling 
above might be a very good guide to 
decide on the stock he would wish to 
carry in a special radio department. 

Part of the dealer’s store or counter 
space should be set aside for his radio 
stock. If he has a large store it would 
be distinctly advisable to have a small 
section of the store fitted up as a radio 
department. If the store is a small 
one a section of his counter space and 
wall cases can be set aside for this 
same department. In this department 
it would be advisable to set up a com- 
plete receiving outfit ready for opera- 
tion. The difficulties which on the 
face of such a suggestion would seem 
apparent are not very great. It is a 
very simple matter to install an an- 
tenna leading down to such a receiving 
outfit so that customers coming into 
the store could test out the actual use 
and operation of any piece of appa- 
ratus that the dealer may have on 
hand. Another difficulty which might 
be brought up in connection with a 
department of this kind is the fact 
that experienced help or sales force 
is not always available. The answer 
to such an objection is that in practi- 
cally any town, village or city of the 
United States there are radio enthu- 
siasts. In the usual case the local 
high school or even grammar school 
has a radio club. Your dealer should 
have no difficulty in locating among 
his customers or friends, and surely 
amongst the younger element in his 
town, the high school boy, who would 
be willing to take charge of such a 
department for him. At first this boy 
or young man’s time could be used on 
a part-time basis, for instance after 
school on week days and for the entire 
day on holidays and Saturdays. A 
strong point to consider in the use of 
the services of a salesman of this de- 
scription is that his acquaintance with 
the radio enthusiasts in town will un- 
doubtedly be something to capitalize 
on to bring in customers to your store. 
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HILE some birds are telling 
what they hoped to do, the real 
guy has already hopped to do it. 


Alibis are useful things if you’re listed 
in the rogues gallery, but as salary pro- 
ducers they’re good reducers. 


You and I both remember when the car- 
bon lamp was there. It’s there, now, but 
in a different sense, and that’s just what’s 
going to happen to the carbon arc for 
motion picture projection. ' 





There never was a salesman who had too 

much money, particularly in these days 

when a shot costs six bits, but there’s one 

sure way of increasing joy-buying abil- 

P. ity, and that is to talk Mazda Projection 

f, G DD y every tame you get a chance—and some- 


times when you haven’t a chance. 


/ Every time you create a socket for one 
SA VY. Mazda “C” Lamp for motion picture 
projection you create a steady market 
that pays dividends. A movie lamp 
averages about 100 hours, a regular lamp 


about 1000. Figure the difference for 
yourself. 


Think it over! 





H. H. Cudmore 
President 


The ARGUS ENTERPRISES, Inc. 


815-823 Prospect Avenue 
CLEVELAND, OHIO 


NEW YORK CHICAGO BOSTON LOS ANGELES 
DENVER OMAHA DES MOINES SALT LAKE 
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Jobbers Salesmen 


find “Rome Wire’ the asked for label on electrical wires and 
cables. One reason is that the workmen who make them 
have in addition to a deep seated pride in the product, an 
added incentive due to the fact that every coil, every reel 
and every spool has an identifying mark clearly indicating 
the person who drew or insulated it as the case may be. 


Penalties are rare, due to our men’s distaste of a “black 
mark”’ and a rigid system of constant inspection to catch a 
momentary lapse of vigilance. 


When people buy Rome Wire they get what they order— 
incidentally the price is invariably right. 


Products of 


ROME WIRE COMPANY 
MILLS 


Hot Rolled Copper and Bronze Rods. 
Copper and Bronze Bare Wire— 
Round, Square and Rectangular, Plain and Tinned. 
Copper and Bronze Trolley Wire— 
Round, Grooved and Figure 8. 
Copper and Bronze Power Cables. 
Round Edge Flat Copper Strip. 
Polished Copper Piano Covering Wire. 


MAGNET WIRE 
Round, Square and Rectangular 


AUTOMOBILE WIRES 
Charging Cables 


Cotton Covere Ignition Wire 

Silk Covered Starter Cable 

Enamel Covered Lighting Wire 

Enamel and Cotton Horn Wire 

Enamel and Silk 

MISCELLANEOUS WIRES 

RUBBER INSULATED WIRES Brewery Cord 

N. E. C. S. Wire Deck Cable 

Flexible Cords Gas Engine Cable 

Telephone Wires Mining Machine Cables 

Bridle Wires Gathering Locomotive Cables 

Jumper Wires Special Wire and Cables 


Flame Proof Wires 


Wire and Cables for Export 
Fixture Wire 


* 
Rome Wire Company 
Mills and Executive Offices: ROME, N. Y. 
Branch Plant at BUFFALO, N. Y. 


“From the wire bar to the finished product’’ 


Eventually we feel confident that 
your dealer will either employ the 
part-time salesman described above on 
a full time basis or secure someone 
who will be able to devote his entire 
time to this particular part of his busi- 
ness. 


In a department such as we de- 
scribe, of course, depending on the 
size of the town in which the store is 
located, the dealer can turn over a 
monthly business of anywhere from 
$300 to $1000 or more. It will not 
only function as a distinctly profitable 
department on its own merits, but will 
have the additional advantage of 
bringing customers to the store. 


A point that should be emphasized 
in connection with the radio experi- 
mental business is the fact that to-day 
it is quite possible for radio amateurs 
and experimenters to work with the 
radio telephone. This is a strong ad- 
vantage as a great many people would 
never have taken up this line of ex- 
perimental work if it were necessary 
to learn the Morse Code because of 
the inherent difficulties in learning 
such a code. It is a comparatively 
simple matter to make a radio tele- 
phonic installation and it is not neces- 
sary to know a complicated method 
of signalling to gain the greatest ad- 
vantages from such an installation. 
Radio phone enthusiasts are gaining 
in number each day. and their needs 
for apparatus are even greater than 
the earlier type of enthusiasts who 
needed only the parts to make radio 
telegraphic equipment. 

It is decidedly up to you, the job- 
ber’s salesman, to emphasize the fact 
that there is going to be a total busi- 
ness of $5,000,000 to $10,000,000 in 
radio experimental apparatus this 
year. Your customers should secure 
their share of this business. They 
should not allow it to be diverted to 
mail-order houses and manufacturers 
who do not recognize the electrical 
iobbers’ legitimate place in the field. 
It is up to you jobbers’ salesmen to 
emphasize as strongly as you possibly 
can the fact that a radio department 
in your customer’s stores would at- 
tract business to the store which 
would not ordinarily find its way 
there. 

Tue Jopser’s SALESMAN will be 


very glad to assist in any way pos- 
sible to help divert this business to 
electrical channels. 
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Jobbers and ‘Denzars 


Forty-seven jobbers in the eastern, south- 
ern, central and middle-western states 
now carry 100 or more Denzars in stock. The 
list is growing steadily and gives promise of 
national jobber distribution soon. 


And why shouldn’t jobbers carry Den- 
zars. Their stock is turned over rapidly ; 
dealers, who have experienced the easy way to 
sell Denzar, demand them; and stocking and 
identification are made easy by standardized 
unit carton packages, properly labeled. These 
factors combine to make Denzar an attractive 
standardized article for jobber distribution. 


An analysis of our daily orders would 
show you that many of them are coming 
direct from dealers, both within and without 
territories covered by the present Denzar job- 
bers. Trade, technical and direct advertising 
has accomplished this. Hence it behooves the 
jobber’s salesman to pick off this easy business. 


Right now over 500 Denzar dealers are 
having their attention focused on Denzar 
by cash prize offers for the best letters on 
“How I Sold an Installation of Denzars.” To 
become intimate with Denzar, write now for 
copies of the Denzar catalog and literature 
and have your name put on the mailing list 
for Beardslee Talks. You know Beardslee 
manufactures a complete line of chandeliers to 
meet every lighting requirement. 


Beardslee Chandelier Mfg. Co. 


218 South Jefferson Street 
CHICAGO 
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BIG PROFITS QUICK SALES 


That's what you can expect if you push 


GALES COMMUTATOR COMPOUND 


Known and used all over the world. 


Recognized for over 30 years as the best commutator com- 
pound. 








Gale’s Commutator Compound puts that high gloss on commutators 
that is so much desired. Does not gum the brushes. Prevents sparking 
and cutting and increases the life of the machine—and saves cuss 
words. 

When you get behind an article having the age, prestige and merit 
of an article like GALE’S, selling becomes a snap. 

If you are not familiar with GALE’S let us send you free samples. 
Your customers will appreciate putting them next to this wonderful 
article. You and your house will add to your profits. 


Let's go. 
Sole 


K. McLennan & Company ,,;.;,. 


1751-59 West 35th Street, Chicago’ 
















QUANTITY 
PRODUCTION 


AT MODERATE PRICES 


Ay: 


Utility Lamps of Beauty 


Your trade has been looking for a quick- 
selling, satisfying iine. This one has _ the 
quality and appearance of a very high-priced 
line. Treatment of base and shade is har- 
monious and original. Variety of patterns is 
sufficient. Owing to patented processes and 
quantity production prices are within the reach 
of all. Your dealers can make large sales with 
rapid turn-over. 

We also furnish exclusive designs for the 
most fastidious, at corresponding prices. 


The New Cook Art Lamp Shades 


Made of silk but looking nothing like the 
ordinary silk shade, They have the clarity of 
glass, the iridescence of silk, the artistry of 
parchment; a combination in effects never 
before attempted. 


B & K Manufacturing Co. 


New Haven, Conn. 






General Sales Office 
Grand Central Palace Bidg.. 
New York City 


“If itsaB&K 
It Spells Quality” 




























The Foot Candle Meter 
(Continued from page 138) 
candle meter way, after the new in- 
stallation is completed. Incidentally 
the customer is going to appreciate 
this follow-up service on your part 
because not one salesman in a thou- 
sand ever takes the trouble to examine 
the “goods” after they are in the 
customer's hands to make sure that 
the buyer has received value in full 
for his money. It’s just another 
phase of that homely old maxim, 

“honesty is the best policy.” 

How to Use the Foot-Candle Meter 

The foot-candle meter is simple, 
easy to handle, reasonably accurate 
and it tells the truth if you treat it 
right. Like any other man-made in- 
strument, it will tell lies if it isn’t 
handled correctly. 

The meter consists essentially of a 
dry battery, a rheostat, a voltmeter, 
and a lamp encased in a box with a 
scale on the top, graduated to read 
directly in foot-candles. The com- 
parison of illumination on the scale 
from the lamp in the meter against 
the illumination on the scale from 
sources outside the meter forms the 
basis of measurement. You will 
readily understand therefore that the 
voltage impressed on the lamp must 
be unvarying and definitely fixed, 
otherwise the brilliancy of the meter 
lamp will not coincide with that by 
which the meter was calibrated and 
the readings will not be accurate. The 
only care necessary in this respect is 
to make certain that the rheostat knob 
is so adjusted as to bring the volt- 
meter needle precisely over the point 
marked on the voltmeter scale when- 
ever a foot-candle reading is being 
made. 

Another point in using the meter 
on which care should be exercised is 
your position in taking the reading. 
Don’t obstruct the light that would 
fall on the meter by interposing your 
head or hands or body. 

The only other don’t in using the 
meter is not to judge the average 
lighting in a room or bay from a too 
limited number of meter readings. 
The more readings you take at differ- 
ent locations, the greater will be the 
accuracy of the resulting average. 

Readings should be taken in the 
plane where the work is carried on. 
In a machine shop this means usually 
a plane 80 or more inches above the 
floor. In the layout room of a boiler 
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HE above Trade-Mark wherever encountered by the jobber’s salesman should be ac- 
ge as prima facie evidence that the name DUNCAN behind anything and every- 

thing in the electric meter art means the best obtainable. Duncan Meters have be- 
come a panacea for all troubles arising from disputed bills between central station man- 
agers and their patrons, and their use in the measurement of electrical energy stands as 
much for safety and security to the lighting plant as do time-lock safes and vaults to 
trust companies. 


Every time, Mr. Salesman, that you are discussing matters electrical with the pur- 
chasing agents whom you daily meet on your rounds with the central stations, do not 
fail to put in a timely word concerning the good qualities of Duncan Meters. If the 
person whom you address is already a Duncan customer, tell him that we appreciate his 
support and that we are ready at all times to give him our best service through your 
house. If the addressee chances to be a prospective patron this is your opportunity 
to make a home run by putting him next to the best meter now on the market—the 
Duncan. 


And, last but not least, inasmuch as it is customary for a salesman to always have 
the best articles that he sells uppermost in his mind, let Duncan meters become so in- 
delibly engraved in your upper story that when the subject of meters is discussed or 
even thought of, you will be right there on time with the right response, and ready 
to put across the Duncan products. 


DUNCAN ELECTRIC MFG. CO., LAFAYETTE, IND. 
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A fuse plug with six lives! Yes sir, the “RE- 
PEATER-6” can be used six times—and_ then 


refilled. 


Cost? Why less than three ordinary fuse plugs. 

No wonder the REPEATER-6 is the fastest 
selling specialty on the market today. 

Here is your opportunity, boys, to boost your 
sales. Carry a sample in your pocket. Show it to 
your customers. They will do the rest. 

The REPEATER-6 is a compact, indestruc- 
tible, refillable fuse plug, fully guaranteed. It is 
made in six sizes ranging from 6 to 30 amperes, 100 
to 125 volts. Attractive discounts are offered jobbers. 


MOSS-SCHURY 44° 
MFG. CO., Inc. wy 


110-112 Woodbridge St., East 
DETROIT, MICH. 


REFILL 


Sign 
Subscription 
Coupon 
on Page 101. 


FUSE PLUG 











WOOD TURNING 


for All Electrical Purposes 


SWITCH HANDLES 
KNOBS 


RHEOSTAT HANDLES 


and everything in wood used 
in the electrical field. 


Write us—we can fill YOUR 
wants. 


NICHOLAS BONNETT & CO. 


619-27 W. Adams St. 
CHICAGO 

















WATCH FOR THE KEY co this 
formula in the August issue of The 
Jobbers’ Salesman and in the August 28 
issue of The Saturday Evening Post. 











shop, the working plane is likely to 
be the floor. 

Only a little practice is needed to 
read the foot-candle meter quickly 
and accurately. When the meter is 
set for a reading the dots at the left 
hand end of the scale are bright, while 
the dots at the right hand end are 
dark. The brightness of the dots 
fades off towards the right and at 
some point the brightness ceases. 
The figures on the scale at that point 
indicate the foot-candle reading. . 
The Future of the Foot-Candle Meter 

Something like 38000 foot-candle 
meters are now in use and not all of 
these by any means are in the hands 
of lighting salesmen. A very consid- 
erable number has been purchased by 
factories, so that you are quite likely 
to encounter factory men who know 
about the meter and its use. 

Count on it that the day is not far 
distant when practically every factory 
manager will know that illumination 
can easily be measured, even if he 
does not actually possess a foot-candle 
meter. Knowing that illumination is 
measurable, he will be less likely than 
ever to fall for any guesses about the 
lighting of his plant. He will insist 
on having his present lighting meas- 
ured and the figures placed before him 
before he is willing to countenance 
any changes that mean the investment 
of additional capital. 

What’s more, he’ll be dead right— 
why guess when facts are available? 

* * # 


Central Tel. & Elec. Co. Sees 
Opening Games 


F. D. Phillips, president of the Cen- 
tral Telephone & Electric Co., St. 
Louis, Mo., believes that the best way 
to get his salesmen and dealers to bat- 
ting 1.000 in electrical merchandise 
sales is to take them all to the ball 
park to let them see how base ball 
players “try” to bat 1.000 out of a 
leather covered pill with a big pine 
war club. Anyway, to carry out his 
contention, Mr. Phillips, with his 
sales force and a number of his cus- 
tomers, held a Base Ball Party in a 
private box ’n’ ev’rything at the open- 
ing game of the season in St. Louis 
on April 14. Mr. Phillips, however, 
cautioned his salesmen and dealer 
friends that they should not talk to 
their customers as the Cardinals 
talked to the Pirates. 
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Talking Point No. 4 


—in a series to Jobbers’ Salesmen, showing 
why Hubbell Electrical Specialties make 
friends with your customers. 





T-slots make 
Hubbell Equipment 
Interchangeable 





In some plug caps the flat blades 
are set parallel. 


And in other caps they are tandem. 





Now Parallel Blades cannot plug 
into tandem slots, nor tandem blades 
fit the parallel slots: 


So Hubbell has combined the slots, 
and called it the T-slot. 







This conven- 
ience is yours 
only in Hubbell 
Flush and Porce- 
lain Receptacles 








and Current 
Taps. 











4sk for further details. The 

Hubbeli line is fuil of such 
time- and work-saving 

electrical specialites 









Black Cemposition Cap 5964 
Porcelain Cap 5419 
Porcelain Receptacle 5617 

Flush Receptacle 5547 
Flush Receptacle 5579 
Flush Receptacle 6257 


HARVEY 


ELECTRICAL | 


BRIDGEPORT 

















H]) SPECIALTIES 
NAS iy, CONN, U.S.A. 


Sy)LZ 
Q's & 
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Hotel Fans 


Emerson D. C. fans 
with the five year fac- 
tory guarantee make the 
best investment for the 
hotel manager who is 
looking to the future. 


Emersons are fine 
fans for continuous duty. 
Their useful life, with 
ordinary attention, 
should be more than 
twice the life of the 
guarantee. They are ad- 
justable as desk or 
bracket fans. Full en- 
closure of the motor 
keeps out dust. The com- 
mutators are extra 
heavy, with large square 
brushes, shaped to fit. 


Many prominent 
hotels with the D. C. 
service have installed 
Emerson fans in guest 
rooms. The first order 
is always followed by 
others, until a complete 
equipment is secured. 


Emerson 9=-i.ch and 
12-inch 110 volt D. C. 
non-oscillating fans can 
be shipped promptly in 
substantial quantities. 
Here is a chance for 
some big fan business on 
your route. If you want 
help in selling Emerson 
fans, give us the facts. 
We can provide convinc- 
ing references among 
hotel men who know these 
fans. 


THE EMERSON 
ELECTRIC MFG. CO. 


St. Louis ~ New York 




















ASK YOURSELF “WHY”? 


(Continued from page 10) 


the jobber in telling me about it. ‘and 
what hair I had left turned gray, but 
it was worth it.” 

“But anyone can ask why,” I said. 

“Anyone can ask why, but it takes 
a lot of innate honesty to answer- 
especially if you ask yourself why.”’ 

“Take this question of price con- 
cessions,’ he continued, “Why do 
salesmen cut prices and why do firms 
allow it? Why, because their whole 
sales principle is wrong, because they 
have allowed themselves to forget 
quality, service, prestige, co-opera- 
tion, good-will, and every human 
quality, and are down to the meanest 
factor in business. When price be- 
comes the consideration, every other 
factor is gone. Now if a man who 
resorts to a price cut asks himself 
why, he must then admit to himself 
that his personality and knowledge of 
business, his firm’s facilities and rep- 
utation for fair dealing, and the man- 
ufacturer’s reliability and know-how, 
are all of no value. How many men 
will admit this? Then if this same 
man, going to the next cusomer, asks 
why he asks the full schedule price, 
he is forced to admit that the second 
customer is an “easy mark,” who, if 
he were as brutal and insistent as the 


first customer, would get a price cut 


too. Ask yourself why, why, WHY— 
ask it every time you face a problem, 
and you will soon learn to think 
straight.” 

“Our experience with Wun Lung 
taught my men to ask themselves 
why.” 

% * 

Do I hear somebody asking what 
this has to do with the original state- 
ment that facts must be adjusted to 
suit different folk’s vision? 

Simple. 

When men learn to ask why and 
answer honestly, they will at the same 
time learn to look at things from many 
different angles. They will learn that 
a lot of things that look round are 
oval or rectangular—all depending 
upon the point of view. 

And when you learn that things 
look different from different points of 
view, you will learn to take the other 
man’s point of view or bring him to 
yours, instead of arguing that a 50- 
cent dollar is round when from where 
he sits it may be oval, or rectangular. 


An inventor has mounted an elec- 
tric flashlight in the frame of a note 
book for the use of persons who are 
obliged to continually work in the 


dark. 








These four electrical bugs (and gollof bugs) recently honored the electrical in- 
dustry and the jobbing field of the middle west by running off with the Brock 
Trophy (Team Cup) in the 1920 'Trans-Mississippi Golf Tourney at Rock Island 


Arsenal with an average score of 80%4. 


Atta boy! But now that they have the 


cup the question is—Have they anything to drink out of it and if so is there enough 
to fill it up? Whaduyuh meant Oh, you know! Our old friends, so formidable 
looking in their knickerbockers, ice cream pants, white gloves and everything, are, 
from left to right: A. E. Durin, secretary-treasurer, J. B. Terry Co., Cedar Rapids, 
[a.; Carl Piepho, salesman, National Lead Co.; J. B. Terry, president, J. B. Terry 
Co.; and Kenneth Lindsay, sales manager, J. B. Terry Co. 
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Making Dealers’ Windows Work For You 


Did you ever stop to think, Mr. Jobber’s Salesman, 
that your dealers’ windows are your best little sales 
booster? 


Here’s how—and why! 


Your dealers want help with their window trims. If 
you help them display your specialties, it’s a cinch your 
weekly sales total will mount. 


Take Hemco, for example— 


The HEMCO TWIN-LITE plug is one of the fast- 
est moving specialties on the market today. 


Are your customers taking advantage of this rea! 
sales opportunity? 


We furnish every possible sales help to the dealer— 
folders, window and counter displays, etc. Be sure your 
customers understand the importance of this service for 
them—using this material will boost your sales. 


Twin-Lite plugs are packed in attractive cartons. They 
make a strong appeal even from the shelves. 


Help your dealer cash in. 


GEORGE RICHARDS & CO. 


555 WEST MONROE ST., 


Eastern Agent 
R. B. COREY COMPANY 
39 Cortland Street, New York 
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Fast Seller 


CHICAGO, ILLINOIS 


Western Agent 
GEO. A. GRAY COMPANY 
589 Mission Street, San Francisco 


Twin Service from a Single Socket 
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TARITD 
Pie SUP GH 
ENAMELED CONDUIT 
STANUDAK 
PATENTED 
The Patented Thread Pro- 
tector eliminates running dies 


over pipe ends and reversing 
couplings. 










Reaches 
the job 
ready 


The threads are clean, 
sharp and true—with just 
enough enamel to prevent 
rust. Pittsburgh Stand- 
ard costs no more than 
ordinary enameled con- 
duit. 


Enameled 
Metals Co. 
Pittsburgh, Pa. 


— 
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Sign 


Subscription 


Coupon 


on Page 101. 
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WATCH FOR THE KEY 
to this formula in the August 
issue of The Jobbers’ Sales- 
man and in the August 28 
issue of The Saturday Eve- 
ning Post, 














W. E. ROBERTSON 


(Continued from page 21) 


politician, Robertson studied law in 
his spare time and in 1898 left the 
real estate business to enter the Uni- 
versity of Buffalo. Not having the 
ready money to carry on his educa- 
tion he paid his way through by 
working as bookkeeper and office man- 
ager in the electrical contracting busi- 
ness of his younger brother, J. D. 
Robertson, who now is the president 
of the Robertson-Cataract organiza- 
tion. 

In 1900 Mr. Robertson graduated 
from law school with honors and as 
the president of his class at which 
time he was admitted to the bar in 
the state of New York. However, 
instead of continuing his endeavors 
along legal lines he went into the 
electrical business with his brother 
principally because he could see the 
great future in store for the business 
and those in it. 

In 1902 W. E. started the jobbing 
business at 190 Main street as a sep- 
arate corporation from the contracting 
business, the new company being 
known as the Robertson Electric Co. 
At the same time he acted in the ad- 
visory role toward the Robertson 
Electric Construction Co. which con- 
tinued at its location at 13 Niagara 
street. 

Finally in 1907 Mr. Robertson 
bought the Cataract Electric Co. from 
C. R. Huntley and associates and in 
1908 consolidated it, calling the new 
organization the Robertson-Cataract 
Electric Co. With the new blood the 
company progressed so rapidly that 
new quarters were soon required and 
the company moved to 37 Court street 
where it remained until August 20, 
1915, when the building was demol- 
ished by fire. 

Undaunted, the company moved to 
temporary quarters while its present 
building was being erected and on 
April 24, 1916, the new building was 
occupied. Since that date the com- 
pany has erected an additional ware- 
house adjoining the main _ building 
and for future growth has acquired 
property comprising a tract 311 feet 
by 208 feet. 

Thus through the capable leader- 
ship of a lawyer, student, business 
man and organizer the company has 
progressed to its present proportions 


and reputation of being one of the 
largest and most modern electrical 
jobbing houses in the United States. 

Any firm is fortunate to have at 
its head a man who has for the guid- 
ance of the institution combined in 
himself the valuable counsel of the 
lawyer, the deep thought of the 
student, the constructiveness of the 
organizer and the commercial sagac- 
ity of the business man. 

“My value in business,” says Mr. 
Robertson, “is due to my study of 
fundamentals and the putting into 
practice policies that are simple.” 
This in short is organization and man- 
agement and W. E._ Robertson’s 
capability as an organizer and admin- 
istrator has been clearly reflected in 
the large, efficient, progressive and 
aggressive institution he has_ built 
around himself. 


Mr. Robertson’s employees hold 
him in high esteem and among them 
his words and opinions are held as 
authoritative and correct without 
question. Not only is he highly re- 
spected in his organization but also 
by his many fellow jobbers. Such 
respect, in truth is indicative of a 
man’s success. He is regarded as 
always desiring to give every one a 
square deal and this is one of his 
avowed chief aims in his establish- 
ment. 

He believes, too, in giving every 
one a chance and promoting from 
within the ranks of his own organiza- 
tion. To carry out his belief he has 
established a sales school which is at- 
tended by 23 clerks, truck drivers, 
stock boys and general hands under 
the principalship of the sales man- 
ager. In this way his desire that 
every one have a square deal is car- 
ried into effect. 

Then, again, Mr. Robertson’s pur- 
poses in life are elevating. He firmly 
states that he is not interested in 
earning money merely for its intrinsic 
value but for what money will do, and 
this is, primarily, his reason for his 
interest in electricity and the elec- 
trical jobbing field. 

As heretofore mentioned, he is a 
good deal of a philosopher and so- 
ciologist. He is interested in the 
evolution of mankind, its develop- 
ment and rise in principle and stand- 
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ard. His sincereness along this line 
is apparent from his having been 
president of the Buffalo Homeopathic 
Hospital from 1913 to 1916 and pres- 
ident of the Children’s Aid Society 
and Society for the Prevention of 
Cruelty to Children of Erie County 
in 1917, 1918 and 1919. 

Though Mr. Robertson’s ambitions 
to be a politician and lawyer never 
materialized, he has always been very 
actively interested in all civic and eco- 
nomic movements and affairs. He 
has been connected with such mat- 
ters in his city for the last 10 years 
and during the war was particularly 
active in relief work. He is fond of 
participating in any movement that 
is for the good of the public and the 
community. 

W. EE. Robertson’s outstanding 
convictions with regard to life in gen- 
eral and salesmanship in particular, 
are summed up in the statement that 
inasmuch as the institution is person- 
ified in its representatives or sales- 
men, honesty is the first essential in 
selling. Honesty and truth being the 
basis of a man’s character these es- 
sentials are the first taken into con- 
sideration when he hires a man, and, 
no matter how valuable a man may 
be to the firm, if he is proven dishon- 
est and untruthful in his every move- 
ment and action he has no place in 
the Robertson-Cataract organization. 
If the salesman, he says, does not 
honestly present his goods, himself 
and his house, it is in time reverted 
to the company which suffers equally 
with the man, “And no order worth 
taking,” he emphasizes, “is ever got- 
ten through deception of any kind.” 

Industriousness, in Mr. Robert- 
son’s opinion, is the second requisite 
or essential as nothing worth while is 
every accomplished without painstak- 
ing work and endeavor. 

Number three is observation and 
the putting into profitable effect that 
which has been observed. All self- 
made men have been great observers. 
Thos. A. Edison for one, a universal 
figure whose name will be carried 
into the farthermost pages of history, 
is a shining example of a self-edu- 
cated, and a self-made man. He al- 
ways has been a keen observer. He 
keeps. records of every little thing 
that he observes whether they are 
ever put to use or not. Just so, does 
Mr. Robertson believe, must a sales- 
man be a keen observer to succeed. 
W. E. Robertson has all of these 








Don’t Wait to Be Asked 4 


About Electric Fireplace Heaters 


Announce this new one to your trade—the only 
electric fireplace heater with RESISTANCE HEAT- : 
ING COILS. It is a Sure Sale where Electric Ranges bo 7 die SS 
Sell. 1 B&R n 

Your dealers are interested, also _ industrial 
plants and _ other institutions with well  fur- 
nished offices; clubs and the better class of homes. GET THESE 
This log not only looks good but is a real heater. FACTS WELL 
When not in use, the wires are hardly visible, being IN MIND 


ingeniously placed in the bark crevices. 





PLACES 




























Twenty-inch log consumes 2000 
watts (other sizes to order). It 

X operates on either alternating or 
direct current. 

We wire it to operate on all classes 
of circuits—any phase—two or three- 
wire. 

This is not.a lamp-socket device, 
At least No. 10 wire circuits are re- 
quired. 

The log is made of hard-burned 
fire clay with the color fired in. 
Heating elements are of the best re- 
sistance wire, easily renewed, al- 
though this is seldom necessary. 
Safe, dustless, rugged, odorless. No 
vent or flue is required. Saves that 
cost. 


STRAIT & RICHARDS, Inc. 


Fabyan PI. NEWARK, N. J. 





























Friends, Romans and Jobbers’ Salesmen 
Lend Me 


Your Ears 


Stimulate Your Sales 
With Violetta 
As Violetta 
Stimulates the Body. 
It Can Be Done. 


Thousands Of 


Electrical Dealers, Drug 
Stores and Department 
Stores are waiting to sell Vio- 
letta to 





The Violetta 


Hundreds of Thousands of 
Homes—Doctors’ Offices—Barber Shops 
Hospitals Beauty Pariors 

Fellows, it’s easy to sell Violettas. There are no technicalities con- 
nected with the machine and no strings tied to our liberal selling 
plan. Our national advertising is creating the demand. All that is 
left for you to do is let your customers know that you stock and 
sell them. 

Write now for details of our selling plan 

and our booklet describing Violetta. 


BLEADON-DUN COMPANY 
213-217 South Peoria St. CHICAGO 
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Jobbers’ Salesmen 





E welcome this 

opportunity of 
expressing through 
THE JOBBER’S SALES- 
MAN our apprecia- 
tion to you for the 
co-operation that you 
have given us. 


The business that 
you have given us 
has meant more to us 
than you _ probably 
realize and we want 
you to know that we 
fully appreciate it 
and trust that you 
will consider us 
worthy of your fu- 
ture support and as- 
sure you that we will 
give you the very 
best service possible. 


S 


Carbon Incandescent Lamps 
Fractional Horsepower Motors 


The Sunlight 
Electrical Mfg. Co. 
Warren, Ohio 














qualities just mentioned and, judging 
from his own success, his contentions 
are undoubtedly correct. His well 
known capacity in conversation prob- 
ably is due a great deal to his put- 
ting into practice this third requisite. 
“IT have sold electrical supplies,” he 
says, “and furthermore I believe I 
could sell anything. Selling anything 
is merely the putting into practice 
the basic fundamentals of selling.” 


As a promoter of progress Mr. 
Robertson may always be _ found 
among the leaders in all co-operative, 
constructive and forward movements 
among the jobbers and in the Elec- 
trical Supply Jobbers’ Association. 
He has been Jupiter in the Jovian 
order, was one of the original direc- 
tors and officers in the Society for 
Electrical Development and __ has 
served as chairman of the Atlantic 
Division of the E. S. J. A. He is 
one of the most prominent members of 
the Electrical Supply Jobbers’ Asso- 
ciation and has always taken a lead- 
ing part in its affairs. At the recent 
jobbers’ convention in California he 
was chosen chairman of the harmony 
and co-operation committee of the 
jobbers’ association which represent- 
ed the executive committee at the 
N. E. L. A. convention in Pasadena. 

Socially and ‘“‘golfally” he is a 
prominent figure as well as commer- 
cially. He is a member of the Buf- 
falo Club, the Country Club, Wanakah 
Country Club, Niagara Falls Country 
Club and the Automobile Club. Just 
how expert Mr. Robertson is at the 
popular old pastime of cow pasture 
pool I will not attémpt to say. Many 
jobbers, who may have occasion to 
read this, may have had personal ex- 
periences with him on that score. 

Mr. Robertson says his allotted 
duty in business, to his organization 
-—and we might add the jobbing field 
—-is looking ahead, formulating new 
ideas and policies and putting them 
into effect in such a way as to make 
them useful and profitable. Foresight 
is an asset which many desire but not 
so many possess and in this respect 
he is doing his part in making the 
jobbing field a bigger and more im- 
portant factor in the distribution of 
electrical supplies. In conversing 
with him you are impressed with the 
realization that you are talking with 
a man fully capable of performing 
these important duties to the industry 
and the field. 








Easy toSell— 
Good Profit 


The National Renew- 
able Fuse is the easiest 
specialty of its kind to 
sell. Even if nothing 
were done to further 
the advantage of its 
points of superiority, 
the National Renew- 
able Fuse would prac- 
tically sell itself. 


But—we don't stop there 
—we spare no effort in 
making it easier for the 
jobber and the jobber’s 
salesmen to sell National 
Renewable Fuses. 


It has all arguments in its 
favor, and also there is 
more profit in it for you. 
Space does not permit 
our outlining all of its dis- 
tinctive and patented fea- 
tures and list of many ap- 
provals. Just drop us a 
line for full information 
to jobbers or jobbers’ 
salesmen today. No obli- 
gation. 


Federal Electric Co. 


National Renewable Fuse Division ~ 


8700 SOUTH STATE STREET 
CHICAGO, ILL. 


91 New Mont- 


gomery Street, 627-649 West 
Ss 


43rd Street, 
FRANCISCO, = Tome. 
CALIF. “we 


Branches and Distributors in all 
large cities 
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Sell “‘Killark” 


Fuses in checker board boxes. 
They make friends every- 
where. Besides they are 
better fuses. 


Killark Electric Mfg. Co. 


3940 Easton Ave. 
ST. LOUIS, MO. 














Sign 
Subscription 


Coupon 


on Page 101. 
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WATCH FOR THE KEY 
to this formula in the August 
issue of The Jobbers’ Sales- 
man and in the August 28 
issue of The Saturday Eve- 
ning Post. 





Goodwin and His Plan 


(Continued from page 6) 


mined—by the industry. Planks 6, 
12, 13 and 14 point out the need for 
ascertaining the costs of performing 
the several functional steps in the dis- 
tributing processes. To find the 
leaks, the cause of waste and inefi- 
ciency, there must be a basis for com- 
paring the costs of operation. Con- 
sequently the plan calls for a standard 
costing system which in turn will lead 
to uniform practices. Standard cost- 
ing is the first step to be taken in 
order that thinking and planning may 
be done collectively in standardized 
terms. 

The plan further proposes employ- 
ment of the great educational and 
moral power of publicity both within 
the industry and applied to the indus- 
try and its public collectively. The 
plan suggests the machinery for mak- 
ing such knowledge as the industry 
acquires through study of itself, the 
property of the industry and of the 
public which it serves. This, in real- 
itv, is merely a means of insuring co- 
operation developed upon the growing 
self-consciousness of the individual. 
It is the Goodwin method of creating 
co-operators, for there must be co- 
operators before there can be co-op- 
eration. 

Goodwin knows that the temple of 
human happiness is built of stones of 
co-operation. His plan seeks to make 
the electrical industry one of the 


stones in the temple. 





Delivery Via Airplane 

If any one doubts that this is a pro- 
gressive age, let him take notice of 
the action of the Easter Electric 
Company, of Denver, Colo. Finding 
that the delivery of their rush orders 
for electro-therapeutics appliances, 
X-ray machines, etc., is too slow by 
express—in many cases—they have 
contracted with the Curtiss-Humph- 
rey Airplane Company to make de- 
liveries all over the state of Colorado, 
by airplane, whenever the occasion 
justifies it. The newspapers in Den- 
ver started this method of “scooping,” 
now the Easter company have grabbed 
it, others may follow, and then the 
long talked of air routes will be a 


reality. 











OU wide-awake Jobber 
Salesmen should _ get 
busy and investigate 


THE ALLEN LINE 


The leader in sodering materials 
since °93. 


Pushing THE ALLEN LINE will 
mean quick sales and big profits 
to you and your house. 





ALLEN FLUX—STICK, PASTE 
LIQUID, SALTS—meets all re- 
quirements. You can unhesitat- 
ingly recommend it to your cus- 
tomers. It is non-corrosive, has 
unequaled tensile strength and is 
approved by the Board of Under- 
writers. 


Every good workman prefers 
THE ALLEN LINE because for 
safe sodering there's nothing like 
it on the market. 


We will gladly co-operate with 
you to help you cash in on this 
wonderful product. Write us— 
tell us about any sodering prob- 
lems you may run across and we 
will gladly give you the benefit 
of our 27 years’ experience. 


The leading jobbers have handled 
THE ALLEN LINE for years. You 
and your house can also reap the 
benefit of Allen prestige and 
standing. 


Let’s Get Together! 





L.B. ALLEN CO. 


4586 North Lincoln St. 
CHICAGO 
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MANUFACTURERS 




















Hurtey Macuine Co., Chicago, 
Ill., is circulating among the trade a 
very handsome announcement pro- 
claiming the debut of this company’s 
latest type of washing machine The 
New Thor 32. This new develop- 
ment in Thor washing machines not 
only presents a most striking appear- 
ance but is equally unique in design 
and practicable in its compactness. 
“In presenting The New Thor 32 to 
electrical jobbers, dealers and users,” 
Neil C. Hurley, president of the com- 
pany, says, “we believe you will feel 
the same pride in this remarkably 
handsome and practical electric wash- 
ing machine that we do in being its 
manufacturers and designers. This 
machine is the result of 14 years of 
effort in developing and designing 
that which would appeal to the me- 
chanical and artistic eye of jobber, 
dealer and user.” Ninety-eight per 
cent of the machine is steel. It is 
equipped with a specially designed 
ball-bearing swinging wringer of the 
Hurley company’s own manufacture. 
The interior body is of galvanized 
steel or copper with either wooden or 
copper cylinder as desired. The en- 
tire machine is beautifully enameled 
in Thor gray. The New Thor 82 is a 
reversing-cylinder type machine and 
will wash 10 sheets, which is 10 per 
cent more than the No. 27 accommo- 
dates, though it takes up the same 
floor and shipping space as the No. 
25. The body of the machine is cylin- 
drical in appearance and, as the other 
machines, is mounted on four casters. 
It is gear-driven with the motor 
placed in the center underneath the 
body. The interesting New Thor 32 
is now in production and the Hurley 
company says that it will be ready to 
make some deliveries September 1, 
1920. 


E. T. Usticx, Jr., formerly with 
the Blue Bird Washing Machine Co., 
St. Louis, Mo., has taken over the 
distribution of the lighting plants 


manufactured by the Universal Prod- 
ucts Co., Sandusky, Ohio, and Osh- 
kosh, Wis., in Missouri territory 
adjacent to St. Louis and the south- 
ern part of Illinois. Mr. Ustick has 
established an office at 416 Title 
Guaranty building, St. Louis, and has 
associated with him William Attebury, 
formerly of the Mississippi Valley 
Trust Co. 


“MacuineE Toot Conrrot—C-H 
ConTROLLERS’ is the title of a new 
18-page, 8144 by 11, book known as 
Publication 845, and published by 
The Cutler-Hammer Mfg. Co., of 
Milwaukee and New York. The 
preface states that the recent changes 
in manufacturing conditions make it 
essential to provide better equipment 
than formerly, easier means of operat- 
ing, and more accurate and convenient 
control, and explains how C-H Con- 
trol fulfills these conditions. The 
first half of the book is devoted to 
machine tools of all kinds—lathes, 
drills, boring machines, planers, mill- 
ing machines, punch presses, ete., 
with suggestions for the selection of 
motor and control] apparatus for the 
different machines. The second half 
of the book takes up C-H Controllers 
more specifically, both manual and 
automatic, with illustrations, descrip- 
tions and horsepower ratings. This 
is a booklet that will help jobbers’ 
salesmen materially in figuring on in- 
dustrial apparatus jobs and a copy 
may be had for the asking. 


Two New Learrets describing 
Wakefield “Red Spot’ suspensions 
for the Ivanhoe “Trojan” and Phoe- 
nix “11-8-12” high-powered lighting 
units for commercial service, have just 
been issued by The F. W. Wakefield 
Brass Co., of Vermilion, Ohio. The 
Wakefield company points out that 
fixture buyers can save appreciably 
by purchasing the glassware and sus- 
pensions for these units separately, 
and in this statement they have the 
endorsement of the glassware manu- 








facturers who prefer to sell glassware 
only. Wakefield “Red Spot’ suspen- 
sions, it is pointed out in these 
publications, are in accord with the 
present-day tendency toward the 
standardization and simplification of 
fixture business. The product is car- 
toned, one to the box. and plainly 
labeled so that the suspensions arrive 
at the job in exactly the condition 
they leave the factory. 


Brokaw-EveEN Co., Gillespie Manu- 
facturing Co., Gillespie Motor Co. 
and Gillespie Foundry Co. announce 
that they have consolidated as of June 
1, 1920, under the name Gillespie- 
Eden Corporation with executive of- 
fices at 50 Church street, New York 
City. Under this consolidation the 
Gillespie Eden Corporation manufac- 
tures the Eden washing machines and 
the castings, motors and wringers used 
in its production. The new corpora- 
tion has plants in Lowell, Mass., 
Paterson, N. J., and Alton, I1., with 
sales offices at 28 West 43rd street, 
New York City. 


WestincHousE Lamp Co., 165 
Broadway, New York City, is circu- 
lating among the trade a little booklet 
entitled and touching comprehensively 
on “Ways to Better Shipping.” In 
the pamphlet are discussions on ‘‘Loss 
and Damage Claims,” “Packing and 
Testing of Packages,” ‘Invalid 
Claims,” and other subjects which 
assist the salesman in being con- 
versant on traffic problems. The book 
was edited and facts compiled by G. 
E. Clark, traffic manager of the com- 
pany. 


Pass & Srymovur, INc., Boston 
branch, on and after July 1, 1920, 
will be located at 127 Purchase street, 
having moved from the old address at 
158 Purchase street. 


BEARDSLEE CHANDELIER MANUFAC- 
TURING Co., Chicago, IIl., is placing 
in the hands of the trade a folder de- 
scribing its Denzar unit and telling 
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That trade mark and slogan stands for some- 
thing in the industry. 


Wherever wire or cable is used PARANITE is 


known—and favorably too. 


You salesmen who take personal pride in your 
customers’ satisfaction can unhesitatingly tie to 


PARANITE. 





RUBBER COVERED WIRES 
AND CABLES 


LEAD COVERED WIRES AND 
CABLES 


HIGH TENSION CABLES 
AUTOMOBILE CABLES 
TELEPHONE WIRES 

LAMP CORDS 

PORTABLE CORDS 

FIRE ALARM CABLES 
MINING MACHINE CABLES 











PARANITE Wires and Ca- 
bles are  Merchandised 
through the Jobbers only and 
not io your Customers. You 
are not selling a New Code 


tag. 


You are selling a Branded ar- 
ticle, better than Code re- 


quires. For 30 years the stand- 
ard. 


Indiana Rubber and Insulated WireCo. 


FACTORY AND GENERAL OFFICES 


JONESBORO, IND. 


CHICAGO OFFICE 
210 So. Desplaines St. 





NEW YORK OFFICE 
63 Vesey St. 





— 
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Magnet Wire 


Magnet Wire 
Products 


Quality | 
Service 
and 
Quantity 
Production 


All coils are 
made to specifica- 
tion—and we 
guarantee to fol- 
low specifications. 


We have a large 
capacity for the 
productionof 
magnet wire and 
shall be glad to 
submit prices and 
delivery. 


The name 


DUDLO 


stands for highest 
grade magnet wire 
and coils. Used by 
large manufactur- 
ers everywhere. 


DUDLO MANUFACTURING CO. 


Fort Wayne, Ind. 











and illustrating some of the uses to 
which it may be put. A phantom 
view of the unit is shown and its vari- 
ous parts described. A schedule of 
list prices and several testimonials are 
also given. 


BENJAMIN ELectric MANUFACTUR- 
ING Co., 806 West Washington boule- 
vard, Chicago, IIl., is introducing to 
jobbers, jobbers’ salesmen and dealers 
a folder entitled ‘“Cabbages and 
Kings” in which is contained a letter 
to recipients telling of the national 
advertising the company is doing in 
some of the country’s most popular 
magazines for executives and man- 
agers. The advertisement, of course, 
is directed at those who hold in their 
hands the authority to make new 
lighting installations and changes and 
a proof of it is given with the letter. 
A return post card is inserted for the 
benefit of the salesman or dealer who 
desires lighting data to be sent his 
prospects. 


MonarcH REFILLABLE Fuse Co., 
Jamestown, N. Y., is co-operating 
with jobbers’ salesmen by sending 
out to central stations, industrial 
plants and dealers a folder propound- 
ing the merits of and illustrating the 
Monarch fuse. Prominent on_ the 
folder are the words “Ask your Job- 
ber’s Salesman.” 


Dazey CHurRN & MANUFACTURING 
Co., St. Louis, Mo., in a little folder 
being circulated among the trade and 
prospects, tells the “Ten Reasons 
Why” farmers, dairies, ete., should 
use the Dazey butter churn. The 
manufacturer claims for the machine 
increased butter yield and big saving 


of labor. Correspondence with job- 
bers and jobbers’ salesmen is invited. 


Economy Fuse & Mre. Co., Chi- 
cago, Ill., announces the appointment 
of F. L. Easton as district sales man- 
ager of their Denver office, 205 Com- 
monwealth building, Denver, Colo. 
Mr. Easton succeeds R. M. Olson who 
resigned recently. Mr. Easton was 
formerly connected with the Economy 
Fuse & Mfg. Co. but more recently 
has been doing sales promotion work 


for the Gates Rubber Co. 


C-H Lirrinc MaGnets is the title 
of a new 8-page, 814 by 11 pamphlet 
published by the Cutler-Hammer 
Mfg. Co., Milwaukee, Wis., and de- 
scribing its circular type lifting mag- 
nets. This pamphlet, known as Pub- 
lication 855, tells how many iron 
foundries, steel mills, shipyards, and 
other plants all over the country are 
speeding up their production, wiping 
out demurrage charges, reducing han- 
dling costs, and solving the labor 
problem, by using C-H Lifting Mag- 
nets for handling pig iron, scrap, 
castings, rails, etc. Several specific 
examples are given to illustrate how 
C-H magnets have reduced the time 
required for loading and unloading 
cars, and how one manufacturer saved 
$180 per month in handling a small 
tonnage of scrap by means of a C-H 
Magnet. The construction of C-H 
circular magnets is briefly dwelt upon, 
and reference made to the sturdy steel 
casting and waterproof construction. 
with illustrations. Several views of 
C-H Magnets are shown handling 
scrap, pig iron, skull cracker ball, and 
other material. A table lists the 
C-H circular magnets from the 5-inch 























New Factory or tHe Curcaco Fust Mre. Co., Cuicaco, Inn. 
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The New Daum 


The Last 
Word in Re. 
fillable Fuses. 
Most Simple, 
Fewer Parts, 
Easiest to As- 
semble. Over 
10 years’ serv- 
ice in the larg- 
est industria! 
plants in the 
U. S. and for- 
2ign countries. 
















Samples sent 
when request- 
ed on your 
business sta- 
tionery. 


A. F. Daum 


Pittsburgh, Pa. 


Squires & Cogs- 
well, Agts., 
Ellsworth Bldg., 
Chicago 








HEMINGRAY 


Glass Insulators 





No. 9 Pony. No. 19 D. G. D. P. 
Specify “Hemingray” 


Hemingray Glass Co. 


Muncie, Ind. 
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WATCH FOR THE KEY 
to this formula in the August 
issue of The Jobbers’ Sales- 
man and in the August 28 
issue of The Saturday Eve- 
ning Post. 
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up to the 62-inch size, with their net, 
weights, dimensions, current require- | 


ments, lifting capacities, and the ma- 
terial for which they are best adapted. 
This pamphlet replaces the former 
publication known as Bulletin 12. 


ELLINGTON Evectric Co., Quincy, 


Ill., manufacturers of fractional horse | 


power motors, announces its ability 
to make prompt deliveries owing to 
increase in manufacturing facilities. 
In a pamphlet discussing the motors, 
the company emphasizes the fact that 
Ellington small motors have nothing 
freakish in design or construction. 
The Ellington company is _ also 
equipped to take care of orders and 
inquiries on motors of special types 
and applications. Prices and book- 
lets describing Ellington a.-c. and 
d.-c. fractional horsepower motors 
may be had upon request. 


BeNJAMIN Evectric MANUFACTUR- 
ING Co., 806 West Washington boule- 
vard, Chicago, Ill, is circulating 
among the trade a booklet of para- 
mount interest to the jobber’s sales- 
man entitled, “Pioneering in Correct 
Farm Lighting.” The pamphlet em- 
bodies a reprint of an article appear- 
ing in Printer’s Ink on June 38, 1920, 
and dwells on many salient points re- 
garding electricity on the farm with 
predictions of the immensity of this 
field in the future. Many points re- 
garding the jobber’s place in selling 
the electrical idea are discussed. 
Those who have not received a copy 
of the booklet may obtain one by 
writing the Benjamin company. 


THe Trumsvutt Evectric MFG. 
Co., Plainville, Conn., has just issued 
its panelboard catalog covering Bul- 
letins 1, 2 and 8. This catalog gives 
a complete line of dead front panels 
and cabinets for light dutv in Bulletin 


1; dead front panels and cabinets for | 


heavy duty in Bulletin 2, and in Bul- 
letin 8, standard open front panel- 
boards and cabinets with a line of 
panelboard circuits, parts and acces- 
sories. Copies will be gladly sent to 
all interested. 


Ciype L. Corin, district manager 
for the National Metal Molding Com- 
pany in the Pittsburgh territory, was 
seriously injured on June 15 when 
he was struck by a street car in Pitts- 
burgh. Mr. Corbin sustained a frac- 
tured skull, laceration of the right 











—Peerless Fans 


If you're going to get 
any more fan business this 
year, hop to it now. 


Talk fans — Peerless 


Fans — to every dealer 
you call on. Check up his 
stock — more than likely 


he is short some sizes. 


Get his order in quick. 
Show him you're helping 
him sell fans while the sun 
shines. And the hotter it 
shines the more fans he 
sells. 


Right now is fan time. 
We will help you clean 
up. 


Let's get together. 


Peerless Electric Co. 
Warren, Ohio 
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EMF 


Electrical 


Year Book — 





A Combined Electrical 
Encyclopedia, Trade 


Directory and Dictionary 





Embracing in a Single Volume 


(1) An encyclopedia dealing 
with the history of electricity and 
the vital statistics of the industry. 


(2) A complete trade directory 
giving a full list of all manufac- 
tured products, trade names, list of 
manufacturers and much other 
trade information. 


(3) A modern dictionary of all 
electrical terms, with special refer- 
ence to practical electrical engi- 
neering and construction. 


The E M F Electrical Year Book is being 
edited by a corps of experts who have a 
keen appreciation of the needs of the 
public as well as the industry for authen- 
tic statistics and information in easily 
available form. The matter will be ar- 
ranged alphabetically and in a manner 
that will make it an invaluable guide to 
manufacturers, distributors and users of 
electricity and electrical equipment. 


Now in Preparation 


Electrical Trade Publishing Co. 


1018 S. Wabash Ave., CHICAGO 











hand and other injuries. He is now 
convalescing at the Mercy Hospital 
in Pittsburgh. 


Waaner Exectric Mre. Co., St. 
Louis, Mo., has established a general 
service station at 501 Broadway, Mil- 
waukee, Wis., in charge of S. B. 
Moyer. The sales offices in the First 
Wisconsin National Bank building 
under the management of F. T. Coup 
will, however, be continued. 


Murua Evectric & MACHINE Co., 
Detroit, Mich., manufacturer of 
switches, switchboards, etc., held its 
semi-annual sales conference on May 
26, 27, 28 and 29. The time of the 
conference was divided up between a 
discussion of the company’s products, 
the company’s inside organization and 
its selling plans and policies. 


WortTHINGTON Pump & MacuiNERY 
Corporation, 115 Broadway, New 
York City, announces the purchase 
from the Platt Iron Works, Dayton, 
O., of their drawings, patterns, jigs, 
templates, special tools, good will and 
name on the following lines of ma- 
chinery: Oil-mill machinery, hydrau- 
lic turbine and waterwheel line, feed- 
water heaters and high-pressure air 
compressors. 


Knurtep Busurnes for rigid con- 
duit are now being manufactured by 
Walker Bros. & Haviland, Otis build- 
ing, Philadelphia, Pa. They are 
made of solid zine and are rust-proof, 
the manufacturer savs. The entire 
outer surface is knurled to fit pliers, 
and the flange at the bottom covers 
the hole in the outlet box. 


An Exectric Fountain, in which 
no water connection is needed, as the 
same water is used over and over, has 
been placed on the market by the 
Jewel Electric & Manufacturing Co., 
Chicago, Ill. A small universal mo- 
tor, connected to a small centrifugal 
pump, circulates the water, drawing 
it from the basin and projecting it 
upward through small nozzles to a 
height of about 14 ins., whence it falls 
over a luminous globe back into the 
basin. The fountain holds three 
quarts of water, about one quart a 
day evaporating into the air. 


Gem Lamp-Corp ApsusTEr is being 
marketed by the M. B. Austin Co., 
700 West Jackson boulevard, Chicago, 
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' ‘HE Josser’s SALESMAN is the only 
~ publication devoted exclusively to the 
jobber’s salesman—it is your publication. 


_ It is a clearing house, for the exchang- , 
ing of ideas and selling helps between 
salesmen. 


We think this live, snappy, interesting, 
helpful magazine is worth $1.00 of any- 
body’s money—don’t you? 


Send your answer on the coupon below. 


AAAKBAABABAERABRARRERERBRRABRRRRRRRERERRRRRRERE EE EEE EEE EE SEES ES 


SUBSCRIPTION COUPON 


THE JOBBER’S SALESMAN, 
1018 South Wabash Avenue, 
CHICAGO, ILL. 
Please enter my subscription to THE JOBBER’S SALESMAN 
for one year. I will remit $1.00 upon receipt of bill. (Canadian 
Rate, $2.00.) 


Name ... 
OR at EE Es oe SCL OA, | PGE Parte A OF ots eeee Deen eeeeeere 
City and: State x... Ten See aer ee a 


Name of Company ............ ge RR i Pe ee eee Se 


2S BERERSER EERE EER ESR EE ERE EERE SDE SB SG 


2 |” ea ee SNe esto ae One as a i ; 


SBAAMAWABWBWBWBWBVBW BB BBV Be seeseeesa s ay 
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IT’S PERFECT! 


Note the new way of assembling 


The BULLDOG 
KNOB 


Made and Sold under License 
United States Patent, Feb. 3, 1920 


The placing of the central bush- 
ing on the cap instead of the 
base, places it in a class by itself. 


You will be safe in recommend- 
ing this knob and all of our prod- 
ucts to your customers. Write us 
for any further information de- 
sired, 


Illinois Electric Porcelain Co. 
Mecomb, Iil. 

















Sell Carney Poles 


and Cross Arms with the rest 
of your line. 

We solicit Jobbers’ inquiries 
and stand ready to help you 
over any “bumps” you may 
meet. 

Quick shipments from Min- 
neapolis Yard, treated or un- 
treated. 


B. J. CARNEY & CO. 


Spokane 
Minneapolis 


Grinnell 
Chicago 
Write us at Grinnell, Iowa. 
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WATCH FOR THE KEY 
to this formula in the August 
issue of The Jobbers’ Sales- 
man and in the August 28 
issue of The Saturday Eve- 
ning Post. 











Ill. An insulator, which carries the 
lamp cord, is attached to a sheet-metal 
drum by a heavy cord which is wound 
up by a spring. Three brass dogs on 
the drum catch on a shoulder in the 
steel hanger. 


Harpservice flexible woven cable 
for portable service is being marketed 
by the Flexible Woven Cable Co., 
Boston, Mass. 


Union Exvectric MANUFACTERING 
Co., Milwaukee, Wisc., is manufactur- 
ing a star-delta starting switch for 
induction motors. 


Arco is an amplifying radio trans- 
former, being manufactured by A. H. 
Corwin & Co., 4 West Park street, 
Newark, N. J., in which the coils are 
wound on a laminated core with a 
ratio of four to 15. The direct-cur- 
rent resistances of the primary and 
secondary are 1000 ohms and 5000 
ohms respectively. A simple mount- 
ing is provided, consisting of four 
binding posts mounted on strips of 
black bakelite, permitting the instru- 
ment to be mounted in horizontal posi- 
tions. The weight of the instrument 
is two pounds. 


A Connector Piva for household 
appliances has been brought out by 
the Gray-Heath Co., 1440 Michigan 
avenue, Chicago, II]. 


FraNK ApaM ELecrric Co., St. 
Louis, Mo., recently opened ware- 
houses in Detroit, Pittsburgh, New 
Orleans, and Minneapolis, - where 
stocks will be carried for local dis- 


tribution. 


Agax Evectric SPECIALTY Co., St. 
Louis, Mo., is issuing $100,000 in 
eight per cent cumulative preferred 
stock and $5000 in common stock in 
order to permit the company to in- 
crease its facilities to handle the busi- 


ness in view. 


Domestic Vacuum CLEANER Co., 
Worcester, Mass., recently acquired 
the plant of the Worcester Machine 
Serew Co., which it will remodel and 
put into operation before the end of 


the year. 


J. H. Bunnexti & Co., New York, 
has increased its capital stock to 
*300,000. 


CROSSARMS 
THAT LAST 


PINE 


PRI 
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ASK YOUR DEALER 
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MAIN OFFICE 


Successor to 


AMERICAN CROSS- 
ARM COMPANY 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 








Cedar Poles 


Butt Treating 
Open Tank F16cess 


The Valentine-Clark Co. 
Spokane, Wash. 


Minneapolis Chicago Toledo 














POLES 





NATIONAL POLE CO. 


Escanaba, Mich. 

220 Broadway, 
New York 

Rialto Bldg., 


San Francisco, Calif. 


Toledo, O. 


2844 Summit St., 


| 
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These are staple 
articles which can 
undoubtedly be 
stocked to advan- 
tage. 


Electricians’ 
KNIVES 
and 
TWEEZERS 
We have a large stock —- 
on hand for immediate <a 


delivery at attractive 
trade discounts. 


Mathias Klein & Sons 


Tool Manufacturers 
Offices and Factory, 3200 Belmont Ave., 


CHICAGO, ILL. 


















Est. in 
Chicago 
Since 
1857 
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Dont Blame Your Jobber 


F your Jobber cannot supply you 

promptly with Sherarduct, Eco- 
nomy, Flexsteel, Flextube, Metal 
Molding or the other National Pro- 
ducts, it is not his fault. He is doing 
his best to get more material from us 
so that he can take care of your 
requirements. 


And we, in turn, are making every 
effort to increase production and 
deliveries, but lack of raw material 
and inadequate shipping facilities 
are holding down our output. 


We greatly regret the inconvenience 
caused by the present situation; and 
we hope that we will soon be able to 
serve the trade again with the 
promptness that characterized our 


service in the past. 


National Metal Molding @ 


Pittsburgh, Pa. 


Pe TTT TTT TTTTTUTTTLLUTILLLLLA LALLA LLL ULLAL ecLLLLA LLU LLLLL eco cco LLL DLL 








Reproduction of an an- 
nouncement of the Nation- 
al Metal Molding Company 
that recently appeared in 


the electrical trade journals. 


When Explanations Are “In Order” 


This advertisement may prove a help to 


jobbers’ 


whenever it becomes 


necessary for them to explain to their con- 


tractor-dealer customers the “why” of slow 


deliveries. 


National Metal Molding @ 


General Offices: 


Pittsburgh, Pa. 





































Your Present Customers Are Good Prospects for 


Dumore High Speed Grinders 


Industrial plants everywhere are good prospects for Dumore 
Grinders. The unusual adaptability of these useful tools 
makes them a necessity in shops, large and small. 


You can greatly increase your sales without materially in- 
creasing your work by selling Dumore Grinders to your pres- 
ent customers. Some Jobbers’ Salesmen depend on their Du- 
more Grinder sales alone to cover their expenses. 


Whether or not your house carries Dumore Grinders we 
shall be glad to explain the sales features of Dumore Products 
to you and to assist you in every way to get the long profits 
possible in this line. Personal attention will be gladly given 
to individual selling problems. Write 


WISCONSIN ELECTRIC COMPANY 
8323 Sixteenth Street < RACINE, WISCONSIN 





The illustrations show the Du- 
more No. 1 Grinder in use in the 
Wood Turret Machine Company of 
Brazil, Indiana. 


Other shops, large and small, in 
all parts of the globe, find many 
ways to use the Dumore. 





DUMORE 


No. 1 
GRINDER 
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Lovet 


}2-Inch and 16-Inch Alternating Corrent 
Fan Parts 
Three Speeds, Dreen Sted Pum 
Non-Oscillating—Model 21 
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Pies 


A New Catalogue which Makes. it Easy 
to Order R. & M. Fan Parts 


Every part down to the smallest 
screw is illustrated and so identified 
that it is impossible for any one to 
make a mistake in ordering. The 
descriptive matter accompanying the 
illustrations gives the part reference 
number, name of the part, number re- 
quired per fan and the net price. And 
all parts are grouped under classifi- 
cations which make it possible to turn 
to the exact part wanted without 
searching down through the list. The 
entire arrangement is such that the 
greatest convenience and absolute ac- 
curacy are insured. 


The catalogue covers the complete 
line of R & M Oscillating, Non-oscil- 
lating, Ceiling and Ventilating Fans 
and Hat Cleaning Motors. Every job- 
ber and dealer who handles R & M 
Fans should have a copy for refer- 
ence. See that your R & M Fan deal- 
ers are supplied. It will save you a 
lot of trouble and confusion when 
you obtain their orders for spare 
parts. 


To insure prompt attention re- 
quests for the catalogue should be 
addressed to the nearest branch office 


of the Robbins & Myers Company. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO 


Philadelphia Buffalo 


Chicago 


Cleveland Cincinnati St. Louis 


Robbins & Myers Fans. 





San Francisco 






